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Sport and Fashion Call for White 


Colors Still in Demand for General 


shoemaking, eliminating Sun- 

days, Saturdays and holidays, 
are to be found between the date of 
this issue and May lst. So signi- 
ficant is this fact that President 
John C. McKeon of the National 
Boot and Shoe Manufac- 
turers’ Association has sent 
out an important bulletin to 
the effect that white shoes 
must be placed on order at 
once to prevent congestion 
and late deliveries. 

Here is the substance of his 
proclamation, “It is fair to 
assume, that white goodse—to 
be of value for the early part 
of the white season—should 
leave the factory not later 
than May 1st and the calen- 
dar herein displayed indicates 
the working days available 
for the filling of orders on 
White goods placed now. 

“All indications point to 
rather a heavy demand for 
white shoes in the fashion 
class and in the sport class 
covering all type of construc- 
tion, 

“In the sport class would 
automatically be involved 
suéde, back and side leathers 
and while the fashion class 
embraces those also to an ex- 
tent, it is largely either in- 
terspersed or dominated by 
kid. 

“White shoes will be worn 
in all white effects involving 


S ake twenty-four days of actual 


Jockey Club. Th 
Entee Bowman o 


Wear, Tanners Find 


uppers of one leather or combina- 
tions of leather. Many of both the 
sport and fashion effects will be 
trimmed with various shades of tan 
and browns, while some of the fash- 
ion effects in white kid leather show 
trimmings in pastel shades. 


We sense a rapidly increasing interest in whites 
by the fashionables of this country—both 
and women. Here we show a group at the Miami 
are, left to right, John Mc- 
New York, Marquis Falaise 
de la Coudray, his wife Gloria Swanson, and J. M. 
Smoot, president of the Miami Jockey Club 


men 


A few opinions from tanners of 
kid and calf leathers are of particu- 
lar interest. 

Lighter blondes, including parch- 
ment, cream and Sudan have been 
the strongest sellers and promise to 
continue strongly throughout the 
summer. The lighter side of 
the beige family is increasing 
in favor. Wood shades and 
caramel have been second in 
order of volume for Easter 
selling. In high grades, par- 
ticularly, they promise to con- 
tinue after Easter. Grays 
are rather hard to classify 
definitely. Yet it is clearly 
apparent that in some of the 
foremost retail shops gray of 
the character of our Crystal 
Gray is more prominent than 
either the blondes or rose- 
woods. 

Here is what kid leather 
tanners—a few of them—tell 
the trade about leather de- 
mand. Remember this tan- 
ning demand means a month 
or two in production time 
ahead of delivery to the store. 

Blonde sold very freely in 
early part of season but gray 
has now taken its place— 
Quaker City Morocco Com- 
pany, Philadelphia. 

Fancy grains in colors sell- 
ing quite actively—F. Hecht 
& Co., New York City. 

In smooth cabretta, blonde, 
parchment and opal gray the 
best sellers. In fancy grains 
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BRIGHT spot in the country 
A is Oklahoma, where color in 
footwear is appreciated. I 
have just been up around the north- 
eastern part of Oklahoma, in the 
Osage, Indian country, and let me 
register right here my opinion that 
it is a wonderful shoe country. 

When you take a town of 9000 
like Pawhuska that can and does 
support an exclusive I. Miller store, 
it gives you some idea of the pros- 
perity of the region. Pawhuska is 
rated as the wealthiest town in the 
country. There are 5500 Indians 
here, that draw from $12,000 to 
$15,000 a year for each individual 
born since 1910 on account of the 
oil royalties. These Indians are now 
allowed to buy wherever they wish 
to, although most of them still have 
government appointed guardians, 
consequently there are over three 
hundred lawyers in the town. 

Business in Oklahoma is way 
ahead of some sections of the coun- 
try. Stores show better grades of 
merchandise, and sell more of the 
better grades. Nearly every town 
of 12,000 up, supports at least one 
exclusive woman’s shoe store or shoe 
department, in which shoes are sold 
at prices from $10.00 to $20.00. 

Merchants down this way say that 
it is the home of the spending-est 
people on earth, and they sure do 
appreciate hotsy totsy footwear. 
Not that the stories I am writing 
play up extravagance, for good mer- 
chandising and good service is the 
rule. 

When it comes to good merchan- 
dising let’s visit Lally Lyons of 
Tulsa, Okla. 

The little black book, carried in 
his upper left hand vest pocket, 
gives this information: Name, Lally 
Lyons; residence, 1198 E. 17th 
Place; business address, 115 S&S. 
Main St., Tulsa, Okla.; Tel. No. 
9964. In case of accident, notify 
Mrs, L. Lyons. Lodge name, A. F. 


& A. M. Delta No. 425. Name of 
bank, Security National. Weight, 
155; height, 5 ft. 6 in.; gloves, 744; 
collar, 154%; shoes, 8 B. 

The little black book does not tell, 
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Spending-est People on Earth 


Merchants of Oklahoma Claim Their State Beats 
the Country for Style 


By Harry R. Terhune 





Big Chief Eugene Little brings the 
“peace pipe” to Washington for 


conference purposes with “the 
Great White Father” 


More Customers for Snappy 


Shoes 


Figures published by the United 
States Bureau of Indian Affairs 
show that the Indian population of 
the United States is on the in- 
crease. The total population of 
Indians in the United States in 
1925 was 349,595 compared with 
270,544 in 1900, an increase of 
79,051 

The increased Indian population 
is attributed by the Bureau to the 
introduction of modern sanitary 
methods of living into their homes, 
increased medical and hospital as- 
sistance and instruction in health 
and sanitary laws. 

The number of Indians living in 
permanent homes in 1925 was 40,- 
eo as compared with 25,749 in 
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however: That this Lyons person 
came to Tulsa back in 1912, when 
the town was a husky, growing in- 
fant of 20,000 ambitious souls, and 
started one of the first shoe stores 
here; of the many eighteen hour 
days that its owner put in, in order 
to thoroughly establish himself; 
that he -was one of the original di- 
rectors of the Security National 
Bank, and still is; that he is inter- 
ested in a paying coal mine; that he 
helped to finance and develop; that 
he does not dabble in oil stocks, but 
owns some good producing property ; 
that he is on the floor of his store 
75 per cent of the time; that he does 
not spend much time in play; that 
he never asks anyone in his employ 
to do anything that he would not do 
himself; that he has high fixed 
ideals of what constitutes real ser- 
vice to his customers, and that his 
extraordinary success is due in a 
large measure to the adherence to 
those ideals. 

That he is a past president of the 
Oklahoma Retail Shoe Merchants 
Association and present president of 
the Tulsa Shoe Dealers’ Association ; 
that the Mayor recently wrote, ex- 
pressing the thanks of all Tulsa’s 
citizens for Lyon’s gift of a wading 
pool to the children; that his sales 
force says of him, “He is the kind 
of a boss that makes us all feel that 
we are partners in the store with 
him.” 

But it might well suggest that the 
Chamber of Commerce had him in 
mind when it adopted for its slogan, 
“Tulsa—where the smart guys stop 
when they go west.” For Lyons is 
a “Smart Guy” in the best possible 
sense of the phrase, a man who has 
made a real success of his life, by 
strict application to business, and 
by being a straight shooter. Tulsa 
has out-stripped neighboring towns 
that started long before she did, by 
having men of Lyons’ type and 
ability, among it’s early citizenship, 
so that today, it is the dominant 
factor of the Mid-Continental oil 
fields, as well as the center of many 
manufacturing, agricultural and 
mineral activities, with a population 
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ner I had retired to the living 

room and seated myself to read 
the evening-paper. Somehow I could 
not interest myself in the news, 
editorials, advertisements or scan- 
dals. 1 grew more and more drowsy. 
Finally I gave it up and thought I 
would take a little nap. 

I was aroused by the sound of a 
boat scrunching on the shore and a 
voice calling out: 

“All out! Heavenly Shore! All 
out!” 

I looked about me in amazement. 
There was no mistaking, it was the 
river Styx and the ferryman was old 
Charon. He stood patiently waiting 
for me to go ashore. 

I asked him if there had not been 
some mistake in my destination. 
Many of my friends had assured me 
that my terminus would be the other 
place. The old ferryman. replied 
that he had a ticket routing me 
through to this spot. “If you are 
in doubt you might ask Saint Peter 
when you get to the gate,” he said. 

There seemed nothing to do but 
to go on up to the gate, which was 
a little way off. Arrived there I 
put my head in at the wicket and 
asked the gate keeper if I might 
have a word with the general man- 
ager. He said that it was all right, 
that I had been expected and that 
it was perfectly all right for me to 
walk right in. 

Still a little dazed and astonished, 
I entered. It was Heaven all right. 
At least it filled the bill as far as 
descriptions were concerned. But I 
just could not bring myself to appre- 
ciate the fact that I was inside. It 
was contrary to all preconceived 
ideas of my finale. Besides that, I 
had been told so many times by 
friends and relatives that I would 
never arrive at this place. 

I was duly entered in the books 
and outfitted with harp, crown, 
wings, hymn book and all the other 


\ FTER an especially: hearty din- 


/ 
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_ Is Shoe Business 


Heaven or Hell? 


by Richard L. Prather 


fixtures. Many angels crowded 
around and sized me up curiously. 
I seemed to be a new type to them. 
I heard one of them whisper: “It’s 
Jones the Shoe Man. He has a 
record of being in the retail shoe 
business for thirty years and never 
losing his temper.” 

I put in several days loafing 
around. I did not care much about 
the fixtures, but I did enjoy the com- 
pany for a few days. Everyone was 
kind and neighborly. It was a lot 
like one of those Iowa reunions out 
in Los Angeles. A kind of an old 
home party, you know. 

After a while I began to get rest- 
less. I found that time hung heavy. 
I wanted something to do. Finally 
I went over to the office and put it 
up to the main boss—Saint Peter 
himself. I told him that I had 
always been active in business and 
that I was homesick for something 
to do. He asked what my business 
had been down there on earth. I 
told him I had been a shoe merchant. 
He looked me up in his card file and 
said: 

“You have an excellent record, 
Brother Jones. I see that you have 
been in the shoe business for many 
years and never lost your temper. 
That is great. We have heard a lot 
about you. There is nothing too 
good for you. We want you to be 
happy. So, I will look around and 
see what we can find for you to do. 
Suppose you drop in tomorrow after- 
noon about three.” 

You bet I was on hand at the 
hour, promptly. 

When I went into his office the 
dear old man looked at me over his 
specs and smiled. “We have found 


just the thing for you, Brother 
Jones,” he said. “Our shoe store is 
in need of a new manager. You go 
right over to Gem Boulevard and 
Azure Street and you will see the 
Elysian Boot Shop. Go right in and 
take charge. The manager is ex- 
pecting you. He is off for a long 
vacation.” 

Off I went. Arrived at the Boot 
Shop I entered and was greeted by 
the manager, a slender little man 
who seemed to be worried about 
something. But I knew in a minute 
that he was keeping something back 
from me. He was not frank with 
me. He seemed to be in a great 
hurry to check out and get away. I 
did not hold him. I was too anx- 
ious to get busy with that shoe stock 
and show those nice people what a 
real lively shoe merchant could do. 

First of all I took a look at the 
stock. I opened carton after carton. 
To my amazement there was only 
one style, one size and width among 
all the thousands of pairs on the 
shelves. Can you imagine it? 
Nothing but golden slippers, size 
4% B. Not a variation, not a sign 
of variety. All exactly alike. 


HILE I was rubbering a young 
man came in and stood around 
as if he felt at home. I asked him 
what I could do for him. He said 
that he was an extra clerk and that 
he helped out during the rush hour 
of Saturdays and before Easter. As 
Easter was near at hand I was glad 
to see this youngster. Also I 
wanted to ask him some questions. 
“Tell me,” I said, “why there is 
only one style here and nothing but 
41% B’s?” 
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“Oh, that’s easy,” he replied. “Up 
here, you know, everything is per- 
fect. Perfect feet, only one kind, 
finest slippers anywhere. Gold, gold 
heels, gems, ornaments, all alike. 
People here are perfect. Everyone 
wants the same thing. Most per- 
fect shoe store anywhere.” 

I thought I saw the reason why 
the manager was going on a vaca- 
tion. He was so anxious to get 
away before I could ask him any 
questions. He was afraid I might 
not take the job. 

Well, I was in for it. Nothing 
to do but to go ahead and wait until 
the manager came back. But I was 
determined to resign the moment I 
heard his wings outside the door. I 
put in some time invoicing. I 
brightened up the signs and 
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could smell the sulphur. But I did to a little smily imp. He said: 
not mind that. I was getting away “Oh, yes, you bought these from 
from that shoe store where there that low life loafer up the street. 
were only one style, one size and He is a robber and a goniff. Let 
width. me fit you.” He put a pair of spiffs 

Finally we reached bottom and the on me and charged me_ twelve 
elevator conductor called out: “Main dollars. 
floor! All Out!” 

I stepped out and looked around. FTER a time I thought I would 
This was Sheol, all right, but it was make a try at finding better 
not like the descriptions I had stores. I walked and walked until my 
heard. There were no fiery fur- feet were sore. But they were all 
naces, no lakes of fire. Aside from alike. After a few hours I found a 
a slight smell of sulphur and the store that was for sale, fixtures and 
heat there was nothing very un- all at a bargain. I bought it. And in 
pleasant about the place. I walked a minute I was going it as strong as 
a little way down the main street. any of them. I had a great crew of 
It looked just like any big city. salesmen. All imps. All strong arm 
Crowds of people rushing around. men. We surely did skin people 
Automobiles knocking pedestrians right. Our sales the first day were 
away up in the thousands. 
The “Old Boy” himself came 





polished up some of the stock 
that had been slightly tarn- 
ished with handling. Trade 
came in regularly. Our pre- 
Easter business was great. I 
missed the jingle of the cash 
register, though. You see 
there was no réal selling. 
All we had to do was to 
hand them out and occa- 
sionally in the case of a real 
stout old lady, help her put 
the golden slippers on. 
Time passed slowly. I 
watched and listened for the 
return of that old manager. 








along and looked in on us. 
He grinned and rubbed his 
hands. 

“Great work,” he said. 
“Keep it up and I may take 
you into partnership with 
me in the big store. 

As we were closing up 
that night I heard the 
phone ring. I answered 
and a familiar voice said: 
“That you, Jones? Well, 
this is the ex-manager of 
the Elysian Book Shop. I 
have a little place over here 
on Brimstone Avenue at the 

















But he did not come. I 
asked the extra clerk when 
he was expected but he only grinned 
and put. me off. 


FTER a year of that I became 

desperate. There was no zest to 
this thing, no competition, no styles 
to pick, no fitting to do, no adjust- 
ments to make, no angry customers 
to reconcile. It was the same thing 
over and over day after day. In 
would come a customer. “Slippers, 
please,” and I would take down a 
pair of Stock Number One, size 41 
B, hand them over and go back :to 
my chair in the rear of the store. 
No bundie' to wrap, no change to 
make. These customers did not 
even expect to be thanked for the 
sale. One day I called the extra clerk 
in by phone and told him to watch 
the store awhile as I had to attend 
choir practice. He looked at me 
rather suspiciously but did not ob- 
ject. As soon as I was out of the 


door ‘I made a bee line for the ele- 
‘‘vators. I ran as fast as I could. 


When I arrived at the big elevator 
entrarice I made for the cages on the 
side marked? “‘This Side Down.” 

I stepped into the first one and 
down I went. 

It grew warmer and warmer. I 


corner of Sulphur. Come in 
galley west. Crossing cops bawling and see me some time. I heard you 
out the jay walkers. were in town and I wanted to be the 
I stopped an imp and asked him first to bid you welcome. 
to direct me to the business section Next day I joined the “Lower 
where the. shoe stores were. He Region Shoe Retailer’s Association” 
pointed down a side street. I hur- and met a lot of the boys at lunch- 
ried down there. Then I knew I eon. Some of them had come direct 
had arrived at the place I was des- from the earth but I found many 
tined to go. There were thousands that had at one time been managers 
of shoe stores. No two alike. of that standardized Shoe Shop up 
Every one of them had a big sale above. I asked them if they ever 
going on. Every store front was had any longing to go back to the 
plastered over with gaudy signs. It old job. Not a man of them ex- 
seemed that almost every one of pressed any desire to return. 
them was offering $25 shoes for 
$2.98. I looked in at one door and ELL, I was planning an ex- 
a big fat devil grabbed me and traordinary fire sale when my 
dragged me in. _He slammed me wife shook me and said: “For good- 
down into a seat and jerked off my ness sake, John, wake up and go 
shoes. He jammed my feet into a to bed. You have been snoring 
pair of shoes two sizes too short and rightfully. You woke the baby and 
three sizes too narrow. He laced | expect to hear a complaint from 
them up and grinned at me. the people in the apartment below. 
gman P ry Pa aaid, yo What on earth have you been dream- 
SAO SATS. SS We: a08- Be ing anyhow? I never heard such 


selling those at the sale prices. Ten " ss , 
fifty aa, Thanks. Call again.” ¢4rrying on in my life. Now get to 
bed.” 


i i the street. 
And he kicked me into the stree And, folks, I will ony. that T'was 


I limped along down the street and 
finally went into another place that glad to be awake and find myself 


seemed to be a-little better than the on the good, old earth where a shoe 
first one. Here I showed the shoes man can have a little fun. 
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Style Conference 
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April 14. 


Committees of Allied Shoe Industries to Meet 


HE gathering of the 
clans in the shoe trade 
for the style conference 
to build up a feeling for the 
style trend in footwear for 
the coming fall season, will 
take place at the Hotel Astor, 
New York, on the night- of 
April 14. Contrary to usual 
custom, the conference will 
not be a day session with an 
interposed luncheon, as in the 
past, but will be held in the 
evening and will begin with 
a dinner. A general atmos- 
phere of style will be created 
by talks on the fashion trend 
as seen through the eyes of 
editors of the various fashion 
journals. There will be a 
discussion of the color trend 
and a fashion revue with 
living models, to give those 
attending the conference a 
real background of style upon 
which to build their forecasts 
of coming modes in footwear. 
The various interests of the 
trade, retail merchants, man- 
ufacturers, tanners, etc., are 
being notified through their 
style committees of the meet- 
ing. John C. McKeon, presi- - 
dent of the National Boot & 
Shoe Manufacturers’ Associa- 
tion, has issued the call for 
the conference in the follow- 
ing letter: 

“A lot of talk about business 
conditions in the industry being 
difficult, may be just ‘a lot of talk,’ 
but under any circumstances, we 
must realize that this is a progres- 
sive age and in accomplishing stimu- 
lation or a greater degree of shoe 
consciousness, innovations along 
sound lines are the order of the day. 

“This letter, therefore, is to an- 
nounce that upon mature considera- 
tion, the style committees of the 
allied industries have decided upon 
the evening of April 14th as the 
date for the April Style Conference, 
to be held in the Belvedere room of 
the Hotel Astor, at 6:30 in the eve- 
ning. This conference is for the 
purpose of forecasting styles for 
Fall, and broadcasting such infor- 
mation as applying to general style 





at Night Session 





John C. McKeon 


As president of the National Boot and Shoe Man- 
ufacturers’ Association he issues the call for next 


style conference 


as will be helpful to all branches of 
the industry. 

“Our program will be most color- 
ful, through the kind courtesy of the 
fashion journals, the Textile Color 
Card Association and other dignified 
sources. 

“The evening will open with a 
light banquet, followed by the 
various stimulative talks on the 
question of style, and wound up by 
a most interesting, a most colorful 
and most instructive style review, 
with living models and all the 
demgnstrative detail that should 
accompany such a procedure. As a 
matter of necessity, this program 
entails additional cost. Therefore, 


have we decided to make a charge 
of $5.00 for the banquet, which will 
include the rest of the program. 


Within ‘reason each member 
will be entitled to bring 
guests, assumedly in _ the 
trade, provided tickets are 
subscribed for in advance. 

“I trust that this method 
of procedure meets with the 
approval of our members and 
those of the allied industries, 
as it is intended to create, as 
above stated, a greater ele- 
ment of shoe consciousness, 
which cannot help but be 
beneficial to the industry as 
a whole.” 

The importance of these 
style conferences cannot 
be overemphasized. Starting 
with a small group three 
years ago, they have devel- 
oped into large gatherings 
where ideas from all over the 
country are poured into the 
common melting pot for the 
benefit of the shoe and allied 
trades as a whole. Their 
forecasts are becoming more 
concise and are being followed 
more closely. The confer- 
ences bring to New York the 
biggest shoe producers and 
the largest shoe buyers in the 
country. They promote more 
good will among the various 
branches of the trade than 
any other single vent that the 
industry stages. The night 
session is a new departure in 
these conferences. 


Shoe Publicity Committee 
Meets 


NEW YorRK.—The publicity com- 
mittee of the National Boot & Shoe 
Manufacturers Association, headed 
by Chairman Hovey E. Slayton, held 
an executive meeting at the Hotel 
Astor, March ‘22, to consider three 
or four plans for cooperative adver- 
tising of shoes. Advertising agen- 
cies presented their plans in detail 
to the committee. Each plan was 
given careful consideration, but no 
definite action was taken, according 
to Chairman Slayton. It is expected 
that the committee will meet again 
in the near future, to give further 
consideration to the various plans. 


BOOT AND SHOE RECORDER 


BOOT and SHOE 


RECORDER 


The Great National Shoe Weekly 


ESTABLISHED APRA 
1882 


AND SALes OFFICES 


EXECUTIVE, EDITORIAL 
207 SoutH Street, Boston, Mass. 








ARTHUR D. ANDERSON, Editor 
OweEN A. THOMAS HELEN M. HANEY 
Harry F. BAKER Ricuarp L. PRATHER 
Associate Editors 
Harry R. TERHUNE, Field Editor 


FFICE’ OF THE PUBLICATION 
239 Wesr 89TH ‘STREET, New York City 


BRANCH OFFICES 
CuHicaco—189 W. Madison St., Phone Main 1089 
St. Lovis—1627 Locust St., Phone Garnefa ise. 
New York—239 W. 39th’ St., Phone Penn. 
CINCINNATI—617 First National Bank Bide. 
RocHESTER—1222 Granite Bidg., Phone 
PHILADELPHIA—Perry Blidg., 4. 4 mes 





* sain 2378 





SUBSCRIPTION RATES 
The subscription price of the Boot ones Shoe Recorder is $5.00 a 
year in advance, which includes pos in the United States, 
Cuba, Hawaiian Islands, Phili = slands, Virgin Islands, 
Alaska, Canada, Mexico, Costa Rica, Dominican Republic, Hon- 
duras, Nicaragua, El Salvador, Argentina, Bolivia, Brazil, 
Colombia, Ecuador, Peru, Uruguay, Spain, The Balearic Islands 
and the Canary Islands. 
FOREIGN SUBSCRIPTION—The price to all foreign countries 
except the above is $10.00 Logg peer including postage. 
ait subscriptions are payable in advance. 
When writin ng about changes of address, please give us the old 
as well as the new address, and please give us three weeks’ notice 


before the change is desired. 





tte: 19, 1925, at the Post Office at. New York, 
Entered as mete 4 4 rT Fg Sb at sere 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 





THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, Boston, Mass. 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer <a aaa 
H. WALTER SCOTT Cc. BOWEN 
Vice-President Fi0e-Proeident 
ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 
CHARLEs G. i CHARLES H. FURBER Hucu M. Bowen 
Owen A. THOMAS R. D. NorTHROP 








Too Close for Perspective 


A= may hold a ten-cent coin so closely in 
front of his eye that it will obscure the First 
A man may sit 


so close to his job that he cannot see it at all. 


National Bank across the street. 


The shoe business is like that. The average 
shoe man thinks shoes, lives and breathes shoes. 
He sees shoes in his dreams and in all his waking 
hours. His own store is his little world. Outside 
that there is nothing real, nothing worthwhile. 

When he buys he is apt to see only that store 
and not the town he is doing business in. When 
he trims a window he thinks of that window alone 
and not of the people who will pass by it. His 
advertisements are written in that little office back 
there in the rear and not out on the street or in 
the suburbs. We mean by that that he does not take 
in the great big picture when he plans an attack 
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upon the public purchasing power. He is narrowly 
confined, within the limits of his own operations, 
rather than broad-gaged and wide-eyed. 

Occasionally he gets out to the golf links and 
plays a few holes. He tells himself that he must 
not “talk shop” out there. And, that is the one 
place he can get a real perspective on his business. 
His timidity or reluctance to talk of his business 
bars him from learning what others are thinking 
of the shoe business. There is the finest chance 
in the world to ask questions and to get the reac- 
tions of other men. 

On the trains coming into the city are hundreds 
of keen-minded business men who would‘ be de- 
lighted to give an expression of opinion if asked. 
But that shoe man tucked away in the smoker, be- 
hind his paper, reading a lot of silly and worth- 
less trash about politics, baseball, or scandal, lets 
the opportunity pass, day after day. 

A business man takes an inventory to see how 
his stock is running. But he seldom takes an in- 
ventory of the opinion of the great public. He 
sits too close to his business to see it and he fails 
to ask others how they see it. When the shoe 
trade learns what the people are thinking and say- 
ing about shoes there will be a great awakening. 


Men’s Shoe Awakening 


HE shoe trade, and more especially the men’s, 

seems to be unfortunately tongue-tied when it 
attempts to deliver a message to the people at 
large. We have had a number of brilliant flashes, 
inspirational. almost, that have struggled for ut- 
terance. But, sad to say, they have been handi- 
capped in the saying. For example: 

“Walk for Health!”. A fine idea, but people saw 
behind it a selfish motive as they usually do when 
any propaganda is begun. They read it this way: 
“Walk for Health and Wear Out More Shoes.” Had 
that slogan emanated from the Medical Associa- 
tion it would have gone over. Some genius might 
have had the inspiration to have the slogan fath- 
ered by the doctors. “But, no,” as the French say, 
the shoe trade went at it and it failed. 

Now comes “Shoes for the Occasion,” another 
fine idea. But poorly expressed in that it also con- 
veys a desire to sell more pairs of shoes to the dear 
public. Then, quickly following was the “No blacks 
after six.” Excellent thought but poorly said. 

May the movement for “getting more men’s 
shoes sold right,” committee meetings of which are 
being held, prove successful in starting something. 

Why dog the shoe trade insist upon doing its 
own publicity when it should know that it is un- 
fitted for the task? As writer and propagandist 
the average shoe man is a fairly good manufac- 
turer. In almost every instance he fumbles the 
ball. 
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The shoe trade needs a press agent who knows 
his stuff. It needs a man,-or an organization of 
men and women, who can get things into words 
and sentences that will “tell the world” under- 
standably something about the shoe business. The 
theatrical world shows us the way. The movie 
people have amassed billions by hiring writers who 
can write. Newspapers carry millions of dollars’ 
worth of free advertising of the movie world sim- 
ply because those clever press agents write stuff 
that is interesting to the editors of the papers and 
it goes in as news. 

When will the shoe trade awaken? The RE- 
CORDER has made a beginning of the inatter. We 
expect more criticism than cooperation, but that is 
the lot of all pioneers and trail makers. We can 
do but little if we go it alone. 


Tell "Em Something New 


PEAKING of shoe advertising recently a lay- 
man said that all shoe advertising was so much 
alike that by changing the names of the firms be- 
low the copy it might serve for any store. There 
is more truth than poetry in that statement. The 
average shoe advertisement is a sad affair. There 
is more room for improvement in shoe advertising 
than almost any other thing. The usual thing to 
do is about as follows: “Here is a humdinger of 
a shoe for men. It is made of so-and-so leather 
on the such-and-such last, and the price is how 
much.” Not a word of human interest in it. It is 
as interesting to the reader as a tract. Recently 
a big store announced a new outing shoe for men 
with the statement that it had “scratch-proof up- 
pers.” The response to that advertisement was 
surprising. Men flocked in to see that new kind 
of an upper. One shoe advertisement announces 
2 new thing and at once the whole flock of sheep 
follow his lead and say the same thing over and 
over and over again. Is it not sickening to see 
this great waste of money and effort? What a 
power publicity may be if used intelligently. Let 
us have more thought on advertising copy. Let 
us put into it a little of the 
human element. People 
read newspapers for the 
news not for the advertise- 
ments. If an advertisement 
is newsy it will be read. 
If it is drowsy, stupid, un- 
interesting, it will make a 
hole in the advertising 
budget and bring no re- 
turn. Human interest will 
make people read your ad- 
vertisements. It will make 
them want to buy. your 
goods. 
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Try a Little Courtesy 


A= story to show that courtesy to a 
stranger may pay profits. In a Southern city a 
shoe salesman had been “peddling” with a couple of 
sample cases. It was a hot day and his collar had 
wilted. His handkerchief, also, had long since 
reached that stage of saturation that rendered it 
useless. He had more calls to make and felt the 
need of freshening up a bit. He stepped into a 
small haberdashery and was greeted with this 
curt announcement. “We don’t vant to buy any- 
ding.” The salesman was amazed for a moment 
until he noticed that the little store carried a few 
shoes. The proprietor seeing those sample cases 
jumped to the conclusion that here was another 
shoe salesman looking for an order and that it was 
up to him to forestall the solicitation. Do you 
imagine the salesman buying a collar or handker- 
chief in that place? 
* * o* 

HAT would you say if a man told you that 

there was still a small demand for the low 
heeled, wide toed “baby doll” pump that was so 
popular a few years ago? Everywhere they are 
selling to the women who have small feet, some of 
them child’s and misses’ sizes. Truly the shoe busi- 
ness presents many surprising aspects. 

o* ~ * 


OWBOY boots for movie rough riders have set 
a new style in the west. Many stores carry a 
line of low topped, “V-shaped” front and back, 
high Cuban heel, fancy stitching. “Tom Mixes,” 
some call them. 
+ a 
HE Trooper boot has a chance for Fall and 
Winter. The movie queens took to them readily 
because of their novelty. There are many girls 
who follow the screen darlings in dress. Look 
carefully into this trend in your town. 
* a * 


SHORT editorial by Joseph Hyman of Mc- 
Alester, Okla., says: “The average merchant 
is agitated over poor busi- 
ness so he can only think 
of one thing—price or price 
cutting. He sees a few 
cheap shoes being sold in 
some other store; immedi- 
ately he loses courage and 
rushes to the jobber or 
manufacturer demanding 
lower prices. Every time 
a merchant educates his 
trade to cheaper merchan- 
dise he cuts his own throat. 
It is time to stop this prac- 
tice. 
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TELL- U-HOW7"= 


A new Boot and Shoe Recorder depart- 
ment in which will be found the solu- 
tion of merchandising problems sub- 
mitted by merchants to O. K. Johnson, Za 


Associate Editor of Merchandising Prac- S| = 





The Inquiry 

This is an inquiry re buying programs 
for men’s, women’s and children’s shoes, 
in a town of 3000, with a turnover of 
$19,000 and a present stock of $10,000. 
Am trying to reduce same to $8,000. 
Am catering to a medium class trade 
in a good farming community. 

Am endeavoring to buy the least num- 
ber of lines I can without decreasing 


volume of turnover. ; 

I haven’t any stock-keeping system 
but am on the job all the time. Even 
then I realize there is a certain amount 
of hit-or-miss in buying. If you could 
give me some sort of line-up, as I am 
always in a quandary each season to 


know what to buy. | : 
Say, for instance, in women’s—the 


least number of lines in leather, fabrics, 
etc., and different heights of heels. Our 
women’s shoes run in price from $5 to 
$7.50 with a few odd lines at $9, which 
latter I am thinking of eliminating as 
we lose money on these lines; also have 
a few cheaper lines including cushions. 
We have never gone in very exten- 
sively for novelty goods. Probably not 
enough. And in a town of this size it 
is difficult to clean out the left-overs.— 
From a town in Indiana. 
a * * 


The Answer 


VERY shoe merchant has his 
E own buying problem, and no 

one in the world but himself 
can settle that problem. . It is pos- 
sible, however, to get expert opin- 
ion on the situation which you face 
in your store, and that opinion we 
shall be glad to give, provided you 
furnish us with the information 
which it would be necessary to have 
at hand before any judgment could 
be rendered. If you will send us 
your complete inventory sheets, giv- 
ing the full record of your business 
as it stood on Jan. 1, we shall be 
glad to go into detail with you on 
this question of buying. You can 
then exercise your own judgment 
as to just what you want to do in 
the matter. Please send, also, a 
memorandum of any purchases you 
may already have made of goods 
to be shipped in at any time since 
Jan. 1. Both inventory sheets and 
memorandum should show your 
stock numbers, description of the 
shoes, quantities, cost and retail 
price. The inventory sheets should 
show the markdowns from cost and 





tice 


retail price, or a more elaborated 
memorandum could be sent us cov- 
ering your efforts to date in clear- 
ing out and reducing stock. If any 
worthwhile opinion is desired it 
could hardly be suggested without 
at least this information as a basis 
for studying your problem. 


NOTHER question: You speak of 
$19,000 turnover and a $10,000 
stock. Are these figures at cost or 
retail price? Also, in addition to 
the 3000 people in your town, how 
many people are there in the sur- 
rounding farming territory who 
trade in town? 

You are trying to reduce stock. 
Good! And to buy the fewest lines 
consistent with volume of business. 
Good! You think you ought to have 
more novelties. Certainly your 
town must buy a lot of style shoes. 
You want a buying program. That 
is certainly a thing you ought to 
have. And we shall be glad to as- 
sist you in every practical way. 

But you say, “I haven’t any stock- 
keeping system.” No shoe man 
who ever lived could possibly make 
a consistent success of his business, 
over any considerable period of 
time without some stock-keeping 
system and other sorts of records. 
The foundation of buying every sea- 
son is the stock-keeping and asso- 
ciated records that tell the story of 
business in previous years. Though 
you may be on the job all the time, 
no man in the world has sufficient 
power of observation and memory 
to do business without written 
records. 

If you desire some practical as- 
sistance, write and tell us in detail 
just exactly what sort of records, 
all of them, you do keep. 

Pending receipt of further infor- 
mation, it is very difficult to say 
anything very specific to you. But 
here is a suggestion of some of the 
records every shoe store, large or 
small, ought to have: Stock In- 
ventories, daily preferred, certain- 
ly not less often than monthly; 
Record of Purchases; Record of 
Sales, classified by style numbers, 





March 27, 1926 








Loge ol 


3 
5. S suisse 
mm 


oa 
LaMgiy 9 
#3 
m5 


NN 











prices and_ sizes; Mark-down 
Sheets; Style Number Book; Sys- 
tem for handling Invoices, with 
entry of retail prices on all; Mer- 
chandise Want Slips. 

A requirement that is fundamen- 
tal and preliminary to all business 
records is that the business shall 
be thoroughly departmentized, so 
that all records can be kept by de- 
partments. Without this it is im- 
possible to know where profits are 
-being made or lost and to merchan- 
dise with your eyes open. 


OU will find, as you go further 
into your problem, that many 
factors are involved in it. To some of 
these your attention is directed 
here: 
1—You will want to carry as 
small a range of grades—as few 
prices—as possible. If you can’t 
sell shoes at a profit at $9, perhaps 
you can cut out this grade from reg- 
ular stock and supply your custom- 
ers’ occasional demands by sending 
in special orders to the factories. 
It is a good idea to build up special- 
pair business. 
2—You will want to buy the 
smallest number of styles that will 
meet the regular demands of your 
trade—as few staples as possible 
in your model stock, and a reason- 
ably small number of novelties, or- 
dered in small quantities of each, 
in a short size range. Equal care 
will be taken not to buy many end 
sizes, even in staples; a few in the 


- store are enough. 


3—You will want to buy from as 
few factories as you can and still 
get the variety of merchandise you 
need. It is probably that initial or- 
ders in advance of the season can 
be reduced in quantity. Subsequent 
orders can be sent in at intervals 
and fill-in orders frequently, so 
that purchases will be delivered at 
several different times during the 
season, thus keeping down the 
amount of stock on hand and 
boosting turnover. 
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The Salesman’s Card 


Brings Customers Back Because It is So Clever 
It is Kept and Remembered 








The reverse of this card bears Mr. Emden’s name, the store address, 
ete. 


EN EMDEN, who sells men’s 
Bee in the Krupp & Tuffly 

store.in Houston, has devel- 
oped a remarkable personal follow- 
ing among the men and boys 
through a most unique method that 
he has been practicing for the past 
five years. Instead of having the 
usual business cards, bearing the 
stereotyped name and address of 
the firm, Ben’s cards are usually a 
four paged affair bearing a message 
calculated to get a smile out of the 
reader. He never says “Here is my 
card,” but “Here is a card I want 
you to read.” He makes these 
cards so interesting that customers 
keep them and ask for new ones 
each time they come in. An average 
of two thousand cards is distributed 
every four months. These are given 
to’ people that he meets in the store, 
chance acquaintances on street cars 
and buses, or wherever he may find 
them. 


HE ideas for these cards come 

from various sources, which are 
adapted to his personal use. It is 
an every day occurrence to have 
men come in the store and ask Ben 
if he has got a new card. One of 
the recent ones that proved extreme- 
ly taking was entitled “How to get 
twenty miles on a gallon of gas.” 
Inside was a cartoon of a man who 
had dropped a lighted cigar on 
a gallon can of gas and was going 
twenty miles up in the air. 

Ben, for no one ever thinks of 
calling him Mr. Emden, has devel- 
oped a philosophy all his own, based 
on many ears’ experience in retail- 
ing shoes. Here is what he thinks 
about courtesy to customers: 








My latest “Business Card” that 
just came off the press is shown 
herewith. The title of this card 
bears this saying, “How to get 
twenty miles on a gallon of 
gasoline.” Here’s how this man 
got twenty miles—he came out 
of his garage and put a gallon 
can alongside of his car, and by 
accident he dropped a cigar in 
this can of gasoline. By the 
way, don’t you try to do this 
stunt 





" HE meaning of the word cour- 

tesy is ‘to treat with civility.’ 
Courtesy is defined by the Standard 
as ‘politeness exercised habitually.’ 
It is a simple matter to be polite to 
a customer who agrees with your 
statements, who appreciates your 
merchandise and speaks well of it, 
but it is an entirely different propo- 
sition to retain your poise and be 
courteous to one who seems to doubt 
your statements, who is critical and 
perhaps sarcastic. In the presence 
of such a customer, your ability as 
a high grade salesman is in the bal- 
ance; it is then that the crucial test 
comes. Can you come back with a 
smile and a happy word? The ma- 
jority lose their temper in a more or 
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BEN EMDEN 





less degree, and in the same pro- 
portion lose the possibility of 
making a sale. To be a better 
salesman is to practice courtesy or 
‘politeness habitually,’ even to the 
full extent. 


“ HE moment a salesman loses his 

temper, even in the slightest 
manner, he loses more ground in a 
minute than he could gain by an 
hour of tactfulness. As a sales- 
man, I have come in contact with 
customers that were very hard to 
deal with, but I would win out in 
the end by being polite. To give an 
illustration. A man and his wife 
came in to purchase a pair of men’s 
shoes. This customer was very 
cross and hard to get along with. I 
finally sold him a pair of shoes and 
handed him a card. After this he 
apologized for being so irritable, in- 
troduced himself to me, and re- 
marked that ‘Whenever I need shoes 
I will certainly call on you again.’ 
The buying public, those who are 
the most exacting, critical and 
hardest to serve, are the very first 
to detect courtesy and show their 
appreciation of it.” 











BOOT AND SHOE RECORDER 


To Form Coast Association 
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Next Move on June 7 to 9 to Establish Pacific 


HE many readers of the 
| RECORDER on the Pacific Coast 
and Mountain States will be 
pleased to know that there is a 
movement originating in the Cali- 
fornia Shoe Retailer’s Association 
to organize a Pacific Coast Associa- 
tion. 

Regional associations have been 
formed in several sections of the 
United States, notably the South- 
western, the Ohio Valley, and 
others. The value of these organi- 
zations is well known—comment 
would be superfluous. The group 
known as the Pacific Coast States 
are by their geographical situation, 
to a large degree, isolated and re- 
mote from others. The need for an 
association comprising California, 
Oregon, Washington, Nevada, Idaho, 
Utah, Arizona, Montana, Wyoming, 
Colorado, New Mexico, and perhaps 
the extreme western part of Texas, 
is great. These states can not by 
reason of the great distances to be 
traversed, profitably affiliate with 
any other of the regional organiza- 
tions. But an association of all 
those states would be exceedingly 
worth while. 

While maintaining their own state 
associations they could function as 
a regional organization. 


HE Coast Shoe Reporter of San 

. Francisco starts the ball rolling 
in its March issue and has had a 
favorable reaction from many promi- 
nent shoe merchants. There is a 
probability of this matter coming up 
for discussion at the convention of 
California Shoe Retailers to be held 
in San Francisco June 7 to 9. In- 
vitations have been mailed to every 
shoe merchant in the territory men- 
tioned and the probabilities are that 
there will be a considerable attend- 
ance in response to the hospitable 
tender. 

One of the prominent shoe re- 
tailers who is interested and enthu- 
siastic over the proposed Coast or- 
ganization is Jack Rogers, of the 
Bootery, San Francisco. To the 
RECORDER man Mr. Rogers expressed 
the hope that such an organization 
might be accomplished. He urges 
the fullest publicity and discussion 


Regional Organization 


of the project. The RECORDER echoes 
the hope and will lend its aid to the 
fullest degree of its ability. 

It has been said that the Pacific 
Coast is a region apart. That it is 
by reason of its isolation almost a 
separate entity. Certainly the prob- 
lems of the shoe dealers of this 
region are different from those of 
any other states. Styles are differ- 
ent. Seasons are different. Public 
needs are different. The National 
Association while performing a use- 
ful service to the trade at large can- 
not be tremendously useful to the 
Pacific Coast group. Only a small 
number of the shoe merchants of the 
Far West can take time away from 
their establishments to attend na- 
tional conventions. 


REGIONAL association, holding 
annual conventions at central 
points, would be of inestimable value 
to all the shoe men of the territory 
named above. Imagine a convention 
at Salt Lake City, most central of all 
the far western cities. Or at Denver, 
or Portland, or perhaps one of the 
cities of California. What a great 
gathering of the clans it would be! 
The following committees have 
been appointed to report next month: 
Jack G. Rogers, Convention Chair- 
man; F. A. Rittigstein, Manager. 

Speakers and Program — Max 
Sommer, chairman; Chester Herold, 
Frank More, Harry Kuhlman, H. A. 
Ballentine. 

Entertainment — Al Ketschinski, 
chairman; E. A. Skidmore, Harry 
Gibson, Carol Wills, Fred Gerlach, 
Louis Weggenman, I. J. Rossetti, 
H. J. Peters, Al Gallenkamp. 


ESIGNATION—Russell Werner, 
chairman; Herman Heim, Ed 
Skinner, F. D. Pittsley, H. L. Porter, 
A. B. Champion, Mr. Schaefer. 
Press and Publicity—Max H. 
Sommer, chairman; J. I. Southwick, 
W. J. Ahern, Fred Kayser, C. E. Van 


Degrift. 
Round-Table Discussions—Melville 
Kaufmann, chairman; Chester 


Herold, Paul Jesberg, Sig Silverman, 
J. H. Holly, Charles Kushins, Ray 
Garwood. 


Hotel Committee—Herman Heim, 
chairman; Edgar Weil, Ernest Eisen- 
berg, Arthur Cohnreich, Harry 
Cantrowith. 

Golf and Sports—H. A. Ballentine, 
chairman; Adolph Kaufmann, Harry 
Locey, W. D. V. Smith, Edgar Weil. 

Reception Committee—Carol Wills, 
chairman; Frank Werner, Fran 
Bender, Dewitt C. Davis, Martin 
Gundlach, I. Dundas, Ed Zwierlein, 
E. P. Lerner, C. M. Dobyns, J. H. 
Chaffee, Julius Hirschfelder, Anson 
Thomas, A. F. Musselman, Richard 
Mansfield, Fred Newcomb, C. A. 
Cover, Hyman Abrams. 


TYLE SHOW—Max Streicher, 
4) chairman; Charles Kushins, 
Steve Wochus, Harry Gibson, Harri- 
son Baker, H. E. Barton, C. H. 
Gerecke, Tom Argus. 

Woman’s Style Committee—Harry 
Gibson, chairman; H. A. Ballentine, 
Max Streicher, Willie Kaufmann, 
Max H. Sommer, Harry Grossman, 
C. H. Baker, Fred White, Jim Mc- 
Giffin, Paul Jesberg, Al Gude, Frank 
Bush, M. Mandel, C. R.. Garwood, 
J. H. Mittenthal, Harry Locey, 
Michel Levy, Earle C. Brown, Morris 
Vigel, Max Bloom. 

Children’s Style Committee—Ralph 
Baker, chairman; Claude Owen, 
Russell Werner, Harold Katchinski, 
C. M. Dobyns, P. E. Woods, L. G. 
Brayton. 

Men’s Style Committee—A. B. 
Young chairman; Russell Werner, 
H. A. Ballentine, Max H. Sommer, 
Paul Jesberg, Al Gude, Louis Reis, 
E. A. Skidmore, Jim McGiffin, W. D. 
V. Smith, George Young, Fred New- 
comb, Ed S. Pracna. ; 

Finance Committee — Melville 
Kaufmann, chairman; H. A. Ballen- 
tine, Carol Wills, Harry Gibson, 
Frank More, Max Streicher, Al Kats- 
chinski, Russell Werner. 

Banquet Committee — Chester 
Herold, chairman. 

Meetings will be held from time 
to time to develop issues as they 
arise and the member's will be kept 
posted through the columns of the 
Coast Shoe Reporter. 
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A meeting of farm girls in a club (organized by the home demonstration agent or other extension worker 
cooperatively employed by the State agricultural college and the United States Department of Agriculture), 
; Two of the members are discussing selection of properly fitting shoes, 
the types of shoes suitable for general wear from the standpoint of health and comfort as well as appearance 


in Thurston County, Washington. 


Demonstrating the Right Shoes 
for Home Wear 


Washington and other Western 

States are cooperating success- 
fully with the home demonstration 
agents in those States in educating 
the women as to the selection of 
healthful and properly fitted shoes. 
A report received by the United 
States Department of Agriculture 
states that as a result of these cam- 
paigns dealers are lending models 
of approved shoes, instructing pa- 
trons in taking correct foot tracings 
and measurements, and providing 
more careful service in fitting shoes 
at the local stores. Good health 
shoes are exhibited in the shop win- 
dows and illustrative material con- 
sisting of charts, X-ray pictures of 
feet, photographs of well and prop- 
erly fitted feet, and a skeleton of a 
foot are placed in the background 
of the display. 


he merchants in California, 


INE women out of ten believe 
themselves thrifty and economi- 


cal when they “wear out” their old, 
rundown, misshapen shoes “round 
the house.” The tenth housekeeper 
may perhaps realize that when she 
wears comfortable, well-fitted shoes 
with broad, low heels and roomy 
toes, at her work, she can get 
through the day without a backache 
or tired feet, that she can stand 
straighter and for a longer time if 
necessary and, in fact, be generally 
more efficient. 


OME demonstration agents in 

California and other Western 
States during the past year have 
been convincing farm women that 
much depends upon the right kind of 
footwear for the particular occasion, 
and the necessity for properly fitting 
shoes for children. Most of these 
rural mothers and housekeepers, it 
is reported, are keenly interested in 
scoring the shoes they happen to be 
wearing at the meeting where the 
subject is introduced, and in com- 


paring their footwear with the 
types of good-health shoes exhibited 
by the extension workers who ad- 
dress them. Talks on foot hygiene 
are supplemented by illustrated ma- 
terial such as slides, photographing 
the good and bad choice of shoes and 
the ills resulting from wearing the 
wrong kinds. Foot exercises for 
strengthening muscles and arches 
are demonstrated. It is also shown 
that stockings must be properly 
fitted and that garters should not 
restrict circulation. 


HOE merchants cooperating in 
this work will find it easier to 
convince their patrons as to the shoe 
and size best fitted to their needs. 
Shoe education, the Department of 
Agriculture states, will be gradually 
extended to every State through the 
efforts of the home demonstration 
agents. Work along this line has 
also been started in Massachusetts 
and Connecticut. 
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The Letters Willoughby Writes 


Pull 50 Customers to Every 150 Written 
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By Ruel McDaniel 


of the shoe department of Werth Wimberly, 

Inc., clothiers and furnishers, Dallas, Texas, 
means anything, shoe merchants are passing up a 
lot of mighty good business if they are not using 
letter advertising regularly. This is especially 
true of the smaller shoe departments and stores, 
whose business and appeal are not broad enough 
to justify extensive newspaper advertising. 

When Mr. Willoughby took over the ownership 
of the department, he sent out 150 letters to 
personal friends— persons with whom he was 
intimately acquainted through church or other 
affiliations. Before buying the department he had 
managed it for some time and he, therefore, was 
well known as a shoe man. 

It took a long time to prepare the letters, for 
he sat down between periods of selling activity 
and in the evening and wrote every one of them 
out in long hand. But his painstaking care repaid 
him doubly, as the immediate results showed. 

During the first fifteen days after mailing the 
letters a little more than fifty persons who re- 
ceived letters came in and bought at least one 
pair of shoes. Some bought three or four pairs 
for themselves and family. Still others who got 
letters stopped Mr. Willoughby on the street, 
mentioned the letters, wished him success and said 


T the experience of H. M. Willoughby, owner 





“Put a small desk right down close to the fitting 
department and write every letter in long hand— 
that’s the way to get new customers.” 

H. M. Willoughby. 































they were coming in’ when they 
needed shoes. Here is the text of 
the letter: 

“Dear Brother Marks: 

“As you know, it is the danger- 
ous period in a young man’s life 
when he steps out for himself. 
His friends and associates must 
hold him up. ; 

“Now, I am stepping out for 
myself in Boyden and Slater shoes, 
having put in the department in 
Wimberly’s Store; and if I can only 
sell my friends, I will not fall by 
the wayside. I want to sell your 
next shoes.” 

- Advertising of the shoe depart- 
ment, before and after Mr. 
Willoughby bought it, has been 
confined primarily to letter adver- 
tising, and some excellent letters 
have been produced. Hix Smith, 
advertising manager of Werth 
Wimberly, Inc., prepares the let- 
ters; and his ideas of what a good 
shoe sales letter ought to contain 
should prove of value to others 
who find it necessary to prepare or 
supervise the production of their 
direct-mail advertising. 

“Some of our letters are in direct 











contrast to what some letter ex- 
perts say a good letter ought to 
be,” says Mr. Smith, “but, after all, 
the final test of a sales letter is 
the result it produces. If a letter 
in violation of rules sells more 
shoes and builds more goodwill 
than one prepared according to 
the accepted rules, then: it is my 
contention that the former is the 
better. 


‘* A S a rule, you are not supposed 

to be funny in a sales letter; 
and we do not try to be. But we do 
try to have a few words of amuse- 
ment in our sales letters, and I 
know that it pays us to use this 
style. In trying to be funny, it is 


.easy to become ridiculous, and of 


course this must be avoided; but 
a person can throw in a few amus- 
ing words or phrases without the 
danger of touching the ridiculous. 

“Business men receive so much 
direct-mail advertising that a let- 
ter, to get much attention, must be 
out of the usual, stereotyped class. 
The leading paragraph must be re- 
freshingly different, and the body 








of the letter must be amusing 
enough to pay a man for the time 
he devotes to the reading of it. 


‘* F a man reads a letter and then 

feels that it has ‘stolen’ his 
time, the next letter he sees from 
the same concern will receive but 
slight attention. On the other 
hand, if the letters invariably give 
a refreshing thought and a few 
words of simple amusement, then 
each succeeding envelope will be 
opened with a degree of anticipa- 
tion. Only in this way can a shoe 
merchant expect to put over his 
sales messages consistently.” 

A footnote at the bottom of this 
letter, below the signature, said: 
“Your page is still in our active 
ledger.” The effect of this appar- 
ent afterthought is obvious. In the 
first place, it told the customer that 
his patronage was appreciated so 
much that a page was always re- 
served in the ledger for his use; 
and in the second place, it told him 
that his credit standing was per- 
fect. It was an invitation to use 
his credit standing. 

















March 27, 1926 


The tone of a sales letter, Mr. 
Smith points out, should . blend 
with the general policy and type 
of store and the class of customer 
to which the store caters and to 
which the letter is sent. The shoe 
department of Werth Wimberly’s is 
small, but neat, carrying a good 
line of shoes at medium prices. 
Accordingly, it appeals neither to 
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the so-called “high brow” trade, 
nor to the bargain-hunting cus- 
tomer. It strikes a sort of middle- 
ground in its appeal, and the letters 
try to strike a note in harmony 
with the aims of the store. The 
letters shown are fair examples of 
how this may be done. There is 
nothing in these letters that could 
offend the most aristocratic mind, 


nor is there anything there to 
cheapen the store. The average 
American man is of average intelli- 
gence, has a slight sense of humor, 
to say the least, and is subject to 
being “touched under the skin,” as 
Mr. Smith explains it. So these 
letters are directed at him. Per- 
haps that is the reason they invari- 
ably pull. 
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Dear Mr. Kelly: 


Shoes are man’s most difficult buy. 

You can go wfong on any other article of 
men’s wear without serious physical incon- 
venience. Medical science has never had to 
study the effect of ill fitting clothes, but misfit 
shoes keep the chiropodist busy. 

Our Mr. Willoughby is an expert fitter. If, 
in the past you have had trouble in being fitted, 
you should come in and have him “Strut his 
Stuff.” 

We handle Johnston & Murphy shoes, which 
need very little introduction. They are as near 
perfect as a manufactured article can be, and 
they combine snap and style with comfort. 

Before you buy your next shoes, come in and 
let Mr. Willoughby show you what we can offer. 


Two Typical Letters Used by Mr. Willoughby 


Dear Mr. Jones: 


Bill Arp once said that the two greatest 
things in life were an education, and a good 
pair of shoes and that if you didn’t get the 
education to be sure and get the shoes. 

Education and shoes both smooth the rough 
path of life. 

We don’t know very much about this educa- 
tion stuff ourselves, but, brother, we can sure 
fix you up when it comes to shoes. Johnston & 
Murphy shoes don’t need much introduction, but 
we will say that they are just as good as any to 
be had, and we’d love to have you step in and 
slip on a pair and see how they look = how 
good they make your feet feel. 


Yours very truly, 












Sincerely yours, 
WERTH WIMBERLY, INC. 





WERTH WIMBERLY, INC. 


“Your page is still in our active ledger.” 





Sport and Fashion Call for White 


for trimming or for all over the best 
selling colors are firecopper, Paris 
blonde and peacock blue—H. S. and 
M. W. Snyder, Inc., Boston. 

White expected to be best selling 
leather in shoes, especially during 
the retail selling months of July and 
August. Champagne tan and peach 
blonde will be prevailing colors for 
Easter retail selling and will, no 
doubt, carry over into April, May 
and June—G. Levor & Co., Ince., 
Gloversville, N. Y. 

After Easter and in addition to 
white and black patent, popular 
shades will be champagne, sauterne, 
opal gray, rugby tan and light 
brown—John R. Evans & Co., 
Camden, N. J. 

A few opinions from calf tanners 
on the trend of demand for calf 
leather. 

Medium shades of tan calf selling 








[CONTINUED FROM PAGE 33] 


with tendency to grow darker in the 
fall run—Mullins, Trowbridge & 
Co., Boston. 

All staple colors selling well and, 
in addition, good business is ex- 
pected in lighter shades of tan and, 
also, in gray—Beggs & Cobb, Inc., 
Boston. 

Selling Sport Wilo line for use in 
women’s sport footwear for after 
Easter wear in white, light smoke, 
silver gray and camel smoke. Coffee 
color is a big selling tan shade and 
is being used in combination with 
other colors mentioned when two 
tone effects are wanted.—C. D. 
Kepner Leather Co., Boston. 

Light weight calf sides selling in 
bois de rose, sauterne, parchment, 
moonlight gray and opal gray. Good 
business on fancy grain leathers 
such as lizard, alligator, reptile, etc., 


with lizard the best seller—S. L. 
Agoos Tanning Co., Inc., Boston. 

Rapidly developing into volume 
are novelties such as suéde alligator, 
suéde lizard, suéde shark, etc. In 
walking shoes sauterne, écru, cork 
and daytona are popular in the 
lighter shades. Opal gray is very 
strong just now. Novelties selling 
well for trim purposes—brocaded 
effects, gold and silver effects, etc.— 
Barnet Leather Co., New York City. 

For the Easter trade, the sau- 
terne, parchment and opal gray 
shades are very popular. In all 
probability parchment and opal gray 
will run somewhat beyond Easter 
and be followed by white and per- 
haps some black. Reptile grains are 
popular in light tan, sauterne and 
gray.—Hunt-Rankin Leather Co., 
Boston. 


















































—*. 














Se 






































Sehnert aanteraneeenmerennoe 

























oe cae teen: me 


HIS is the story of a country 
store that found itself. In a 
small town, far off the main 
roads, with only a spur of a railway, 
surrounded by farms and market 
gardens, peopled with conservatives, 
this store was trying to serve its 
trade with a general stock. Al- 
most everything was carried. From 
hardware to groceries, from dry- 
goods to farming implements, from 


carpets to shoes, that stock was a — 


collection of miscellany to amaze 
one. Listen. to the junior partner: 

“We had everything and we had 
nothing. No matter how many 
things we tried to handle we al- 
ways found that our trade wanted 
something else. We kept on adding 
this and that until we were sur- 
rounded by an ocean of nothing- 
ness. We could not carry a suffi- 
cient stock of any one line to meet 
the requirements of our trade. Our 
shoe stock was limited. We could 
not carry a stock of clothing that 
was representative. The money we 
needed to carry on a real business 
was tied up in a thousand items of 
merchandise and none of it was of 
sufficient proportions to do business 
in the right way. 


ss VERY other store in town, and 

there were several of them, 
was in the same condition. All of 
them overloaded with a _ limited 
amount of general items. One day we 
awakened to the fact that we must 
sell some of that stuff and get in 
some ready money or go broke. 
We took counsel with a man who 
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Specializing in a Country Town 


It Can Be Done by Departmentizing Stock 





How It Is Done | 


We have departmentized 
our shoe stock. We know ex- 
actly what will sell here, 
profitably. We have not been 
tempted to put in any guesses. 
We do not gamble on may-be- 
so stuff. We have studied 
our trade. We know the kind 
of feet they have and the kind 
of shoes they will buy. When 
we buy a bill of shoes it is 
carefully calculated to be sold 


to a certain class of trade. 
__Ea 


knew the art of concentrated mer- 
chandising. Upon his advice we 
departmentized our store. We sep- 
arated and segregated. We watched 
the various departments with eagle 
eyes. When we found one that was 
not moving, that did not pay its 
way, we eliminated it instantly. 
“Some of the junk we sold out- 
right to job lot buyers. Others we 
put on sale at sacrificial prices. 
As we rid ourselves of the burden- 
some stock we found certain other 
articles that maintained a steady 
sale. We built up those and in- 
creased our stock. As we elim- 
inated the profitless stuff we found 
money to stock up the profitable 
merchandise. At length we nar- 
rowed down to the lines you now 
see. Our trade on these lines has 
grown steadily. We now have a 
fine business.. Our shoe stock is 
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in fine shape. We carry sizes and 
widths to fit any foot that may 
come in here. We carry lines as 
good as those of many city mer- 
chants. Best of all, we have built 
up a trade on the better grades 
that is pleasing and profitable to 
handle. 


“ ANY people told us we were 

courting sure ruin. In a town 
like this, they said, it was necessary 
to carry a general stock. We would 
never be able to specialize in a 
country town. Well, we have done 
it. Here are the proofs of the pud- 
ding. Others may run on and en- 
deavor to carry everything under 
the sun, but we are continuing to 
specialize and we are getting away 
with it: 

“In our office we have a record 
of names of all the people in this 
valley. We know just how many 
young people there are, how many 
old ones, how many conservatives, 
how many jazzmaniacs. That has 
helped us more than anything. In 
the conduct of this business we are 
keeping an eye on the people and 
their needs and probable demands. 
Our personal likes and dislikes are 
not permitted to enter into the mat- 
ter at all. From now on we will 
be found with an ear to the ground 
all the time.” 


HAT a fine development! How 

wise this concern has been. 
They deserve all the success that has 
come to them. They have learned 
to learn. 





Selling 7500 Pairs in 
a 5000 Town 


According to local reports, Fred- 
erick, Okla., has thousands of bales 
of cotton standing in the ware- 
houses that buyers will not pay any- 
thing for, on account of its poor 
quality. The farmers are even 
more pessimistic on account of hav- 
ing had no spring rains. Yet in 
spite of this adverse situation one 
merchant, C. D. Harris, sold 7500 
pairs of shoes last year and is plan- 
ning to sell 10,000 pairs in 1926. 
So far, he is ahead of his quota. 
Frederick has a population of 





5000, but as the Harris store is the 
only one within fifty miles that car- 
ries extreme sizes, and carries them 
on extreme styles, his trade range 
is quite wide. 

He is one of the few small town 
merchants who is making good 
money by cashing in on the frequent 
style changes. New patterns are 
on his customers’ feet as fast as the 
manufacturers produce them. Can 
any big town say more? As for 
sizes, Mr. Harris knows his trade, 
so when-a size 314A or 4AA comes 
in, he immediately calls up some 
young lady who wears that size and 
tells her the glad news. The next 


day she is in, for she knows that if 
she waits the shoe will be gone. In 
this way he manages to sell an 
average of one pair each of these 
small sizes every two weeks, with 
nary a left over, but with an ever- 
increasing circle of dependable cus- 
tomers. 


Maybe the real secret is that 
Harris has an intense liking for the 
retail shoe business, and intensely 
applies his energy to the developing 
of it. Anyway, he is making good 
money out of it, and honestly be- 
lieves it to be a wonderfully fine 
way of making a livelihood. 
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Using History to Help Speed Up 


T= photograph shown is the 
subject of this article and is of 
one of the windows of the Can- 

tilever Shoe Store on Newbury 
Street, Boston. In the vicinity of 
this store are several schools with 
pupils of all ages so that it is safe 
to say that several hundred students 
as well as others have been pleasantly 
instructed and that the cause of 
better business has been boosted ma- 
terially. 

The photo does not show the 
African sandal at the extreme left 
of the window or the Puritan shoe 
at the extreme right, so these have 
been indicated by small line ovals 
showing their placement. These wall 
plaques show color illustrations of 
ancient footwear and carry a few 
words of description. For example, 
the plaque in the center has a picture 
of a Roman Buskin and in addition 
to that title there is the wording 
“worn 55 B. C. to A. D. 450” and 
“Origin of our lace shoe.” To the 
right of that is one marked “Roman 
Sandal—Origin of the fashionable 
Sandal worn today.” ; 


Retail Sales 


Thus the entire 11 pictures are 
explained in a few words that tell 
the story and do not tire the reader 
by being lengthy or wordy. 


HE window cards about the 

leathers and things used go more 
to words which is necessary from a 
business point and because they are 
talking the present day footwear and 
not the ancient. Fitting illustra- 
tions are at the tops of the cards on 
leathers making them very attrac- 
tive. For example, under picture of 
calves is found the heading “Calf 
Skins”—then the text in smaller 
lettering “are taken from _ very 
young calves. Many skins imported, 
a large share are produced here. 
Very Durable Leather—Takes a High 
Lustrous Polish.” There is a card 
calling attention to the shoes to be 
worn on different occasions. And 
there is a card headed “To Properly 
Care For Your Shoes” which is 
good enough to be broadcasted. 
Under this heading the items are 
four and all with much nourishment 
for thought as well as leading to- 


ward a sale of more than one pair 
of shoes. The text of the card 
follows: 

“1. Shoes that are kept well 
polished remain soft, pliable and 
durable. 

“2. Rubbers should always be worn 
on shoes in rainy weather. Water is 
very destructive to leather. 

“3. Shoe trees put in your shoes 
when not being worn smooths out 
the wrinkles and adds to the life 
of their appearance. 

“4. At least three pairs of shoes 
should be kept on hand for all day 
wear; changing on alternate days 
gives shoes a chance to dry out and 
makes your feet feel much more 
comfortable. The same shape last 
for all three pairs is important.” 


N the floor of the window are 

skins and showings of leather and 
various pieces cut into shape ready 
to be assembled and several shoes in 
a partial state of finish showing to 
the window reader some point of 
interest in the manufacturing 
process. 
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Important Changes injt! 


APPEALS—NEW PROCEDURE—Vitally important 
changes made as to procedure to be followed in appeal- 
ing to Board; to courts; as to jurisdiction of Board; 
cases pending before Board at time new law was passed, 
jeopardy assessments, etc. Impossible to cover them 
all here but details will be furnished by author where 
desired. One of most important changes provides that 
the Board in re-determniing deficiency may consider 
such tax with relation to the taxes for other taxable 
years as may be necessary to ascertain the amount of 
the deficiency for the year in question. But, the Board 
cannot determine whether or not the tax for any other 
taxable year than the one under consideration has been 
overpaid or underpaid. 

AMORTIZATION—Amortization deduction permitted 
for years 1918, 1919 or 1920 if claim was made before 
June 15, 1924. 

AUTOMOBILE TRUCKS AND ACCESSORIES— 
Tax on bodies and chassis repealed, effective on enact- 
ment of new law. Tax on other autos and motor ve- 
hicles and upon tubes, tires, parts, accessories cut from 
5 to 3 per cent, effective 30 days after passage of law. 

CAPITAL GAINS AND LOSSES—New act legalizes 
an important rule set forth in the regulations interpret- 
ing the 1924 tax law. The rule stated that where prop- 
erty is exchanged for other property and no gain or 
loss is recognized and where the period during which 
the original property and that received in exchnage 
have been held by the taxpayer is more than two years, 
the property received in exchange is considered to be 
capital assets. Same thing is true of property received 
in connection with a partially exempt exchange. A new 
requirement of the 1926 act provides that where the 
taxpayer sells property which has the same basis for 
gain or loss in whole or in part, as it would have in 
the hands of a preceding owner, the two-year period 
includes the period during which the asset was held by 
the preceding owner. 

Stock or securities distributed to shareholders in a 
corporation a party to a reorganization entails no gain 
to distributee. In figuring the length of time taxpayer 
has held stock or securities received in such distribu- 
tions, there is included the period he held them in the 
distributing corporation prior to the distribution. 


CAPITAL STOCK TAX—Repealed effective June 30, 
1926. 

CEREAL BEVERAGE TAX—A 1/10th of 1% tax 
per gallon on cereal beverages effective with passage 
of new tax law. 

CORPORATION TAX HIGHER—A flat tax of 13% 
for 1925 and 13%% for latter years replaces the 12%% 
corporation rate. Corporations may pay installments; 
first installment 24% of the tax, second installment 
24%; third installment 26% of tax; fourth installment 
26% of the tax. 

DATE EFFECTIVE—Parts of the new tax law re- 
lating to changes in the income tax are in general 
effective January 1, 1925. Portions of the law relating 
to other than income taxes are effective as shown under 
each different kind of tax, such as estate tax, capital] 
stock tax, etc. : 

DEPRECIATION FOR LIFE TENANT AND RE- 
MAINDERMAN—Provision made for depreciation to 
be apportioned between life tenant and remainderman 
in case of improved real estate. 

DIVIDENDS—LIQUIDATION—Under the 1926 law 
if a corporation cancels or redeems its stock (whether 
or not the stock was issued as a cash dividend) in such 
way and at such time as to make the distribution dr 





F this summary of income tax changes shows that 
the return you filed March 15 was erroneous or dis- 
advantageous to you, you have the right to ‘file an 
amended return until your case becomes outlawed by 
the satute of limitations. If you file an amended 





How to File an 





cancellation wholly or partly equivalent to the distribu- 
tion of a taxable dividend, this amount to the extent 
that it represents a distribution of earnings or profits 
accumulated after February 28, 1913, is treated as a 
taxable dividend. The law qualifies this by saying that 
in the case of the cancellation or redemption of stock 
not issued as a stock dividend, this applies only if the 
— or redemption is made after January 1, 
1926. 

EARNED INCOME—Maximum amount that may be 
considered earned income is increased to $20,000.00. 
Earned income credit may not exceed 25% of normal 
tax plus 25% of the surtax which would be payable if 
the earned income constituted entire income. . 


ESTATE TAX—Not repealed, but rates reduced. 
Exemption of $100,000 instead of $50,000 under old law. 
Rates of 1921 law substituted for those of 1924 tax act 
affecting the year 1924. Taxpayers dying between dates 
of enactment of 1924 law and before its repeal by new 
1926 law have exemption of only $50,000. Credit is 
allowed for State inheritance taxes of not more than 
80% of Federal Estate Tax. Charitable bequests do 
not under new law have to be reduced by amount of 
State or inheritance tax as pages out of these be- 
quests. Applies to estates of taxpayers dying subse- 
quent to enactment of 1924 tax act. 

EXEMPTIONS AND CREDIT—Married persons 
and heads of families $3,500 (regardless of amount 
of net income) ; single persons $1,500; dependents $400. 


EXEMPT CORPORATIONS—Certain Mutual insur- 
ance companies and cooperative associations are given 
complete exemption. 

EXTENSIONS—FOR FILING RETURN—General 
extension may be granted by Commissioner. 

GAIN OR LOSS, DETERMINATION OF—New law 
requires taxpayer to make an adjustment for deprecia- 
tion, obsolescence, etc., in figuring Gain or Loss on a 
sale or other disposition of property; that is, for in- 
stance, depreciation allowable but not taken due to the 
fact that no return was filed. 

GIFT TAX—Repealed, effective as of Januray 1, 


1926. 
INDIVIDUAL RATES—Reduced from 2% to 1%% 


‘on the first $4,000; from 4% to 3% on the second 


$4,000 and from 6% to 5% on the rest of the net in- 
come. 

INTEREST ON DEFICIENCIES—Deficiencies for 
years before 1921 draw interest at 6% from the date of 
the enactment of the new law to the date the tax is 
assessed. Or, if a waiver. of right to appeal to Board 
is filed, it runs to the 30th day after the filing of the 
waiver or to the date deficiency is assessed, whichever 
is earlier. If the assessment was made before June 2, 
1924, interest starts at enactment date of the 1926 law 
and runs to the date of notice and demand from col- 
lector, or, in case taxpayer filed a waiver of his right 
to appeal to Board, interest runs to the 30th day after 


Write the Editor for more specific information on these changes. 
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Amended Return 


return immediately, you have the right to recompute 
your quarterly installment tax payments. To file an 
amended return, make out a new return, mark it 
“Amended Return” and file it with the Collector of 
Internal Revenue for your district. 
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filing waiver or to date of notice and demand, which- 
ever is earlier. 

INTEREST—REFUNDS AND CREDITS—In case 
of a claim for credit against an additional tax assess- 
ment made under 1921, 1924 and 1926 laws, interest is 
allowed to date of assessment of the additional tax. 
Interest allowed on credit for overpayment under 1918 
law and earlier acts only to date on which original tax 
against which credit is claimed was due, except where 
amount against which credit is asked is an additional 
assessment under 1921, 1924 or 1926 laws. Where in- 
terest is granted to “date of the allowance of refund,” 
term means first date on which commissioner signs 
schedule of overassessment. 

INVESTED CAPITAL—New law legalizes the prac- 
tice of the: Tax Administration which required in. the 
excess profits tax years that invested capital be re- 
duced by pro-rata portion of income and excess profits 
tax paid for precednig year. 


INSTALLMENT BASIS OF REPORTING—New 
act approves installment method of reporting taxes, 
allowed previously by the tax administration but not 
specifically covered by old law. A person who. regu- 
larly sells or otherwise disposes of personal property 
on the installment plan is permitted to file on the in- 
stallment method. at is, he reports that proportion 
of installment payments actually received in a given 
year which the total profit realized or to be realized 
bears to the total contract price. In the case of what 
the tax law calls a “casual” sale or other casual dis- 
position of personal property for a price of more than 
$1,000 or in case of a sale of other disposition of real 
property, if in either case the initial payments do not 
exceed one-fourth of the purchase price, the income 
may be returned on the installment method. “Initial 
payments” according to the new law, mean payments 
received in cash or property other than evidence of 
indebtedness of the purchaser during the taxable pe- 
riod in which the sale or other disvosition is made. 

INSTALLMENT SALES—REFUNDS—Right to re- 
port on installment plan is retroactive. Applies to tax 
law of 1916, 1917, 1918, 1921, 1924. Where a taxpayer 
has paid more in taxes than he would have paid under 
the installment scheme, he is permitted a credit or re- 
_ if the Statute of Limitations has not run against 
im. 

INTEREST—DEFICIENCIES—Interest on a defi- 
ciency—where tax was paid in installments—runs from 
date on which first installment was due. Where tax- 
payer filed a waiver of his right to appeal to Board, in- 
terest runs to 30th day after waiver was filed or to date 
deficiency is assessed, according to which is earlier. 

INSURANCE COMPANIES—Continue to pay 12% 
per cent under the new law. 

INSURANCE POLICIES—Proceeds of life insurance 
policies under new law exempt regardless of whether in 
one amount or installments. If amounts are held by in- 


sured under an arrangement, to pay interest, these in- 
terest payments are not exempt. 


NARCOTIC TAX—Cut from $3 to $1 per annum on 
dispensers of drugs. 

PERSONAL SERVICE CORPORATION — Stock- 
holders who paid taxes on their distributive shares of the 
income in a corporation which was afterwards refused 
personal service classification and assessed with taxes 
too late for the stockholders to file claims for refund are 
given relief under the new law. In such a case, a claim 
for refund may be filed by the stockholder within the 
statutory period or within one year after the enactment 
of the new act. 


REAL ESTATE—RESERVE FOR EXPENSES— 
In the case of individuals disposing of real estate, allow- 
ance is made for deduction of future expenses required 
under contract of sale, provided bond is filed. 

REFUNDS AND CREDITS—LIMITATION—Un- 
less the commissioner decreases invested capital because 
taxpayer did not take proper deductions in prior years; 
unless the taxpayer has appealed to the Board after 
passage of the tax law or unless waivers have been filed, 
no refund of taxes imposed by the new tax law may be 
made unless claim for refund is filed within three years 
from the time tax was paid or in case of prior laws, 
unless claim filed within four years after tax was paid. 

REFUNDS—BOARD OF TAX APPEALS—Board 
not granted jurisdiction of refund and credit claims 
but on a case appealed to the Board, it may determine 
amount of any overpayment. After Board’s decision 
becomes final, refund or credit claims are to be filed in 
proper time. 


REFUNDS—1920 AND 1921—If, on or before June 
15, 1926, taxpayer files a waiver for 1920 or 1921, he has 
to April 1, 1927, to file claim for credit or refund. Time 
may be further extended to April 1, 1928, if waiver filed 
June 15, 1926, is extended before it expires by a new 
waiver or by extending the original one. 


RETURNS—CONSOLIDATED, PERSONAL, ETC. 
—For 1926 and later years, affiliation exists in the case 
of two or more domestic corporations, if one corporation 
owns at least 95 per cent of the stock (not counting non- 
voting stock, limited and preferred as to dividends) of 
the other or others; or if at least 95 per cent of the 
stock (with same qualifications as above) of two or 
more corporations is owned by same interests. In- 
formation returns must be filed where income paid 
amounts to $1,500 or more during the year, or $3,500 
or more a year if the payee is known to be married. 
No return required of married person living with hus- 
band or wife if combined net income is less than $3,500; 
or combined gross income is not $5,000 or more, regard- 
less of net income. Single person or married person 
not living with husband or wife does not have to file 
if net income is less than $1,500 or gross income is not 
$5,000 or more. 

SURTAX RATES—Run from 1 per cent to 20 per 
cent. Exactly same as old, 1924, law up to $24,000. 
Between $24,000 and $28,000 rate is 7 per cent. In- 
creases at 1 per cent for each $4,000 up to $64,000. On 
amount between $64,000 and $70,000 rate is 17 per 
cent. Between $70,000 and $80,000 rate is 18 per cent. 
Between $80,000 and $100,000 it is 19 per cent. Over 
$100,000, 20 per cent. 

STAMP TAX—Effective as of June 30, 1926, stamp 
taxes repealed upon deeds and conveyances. proxies. 
powers of attorney, entry of goods at customhouse and 
entry for withdrawal of goods from customs bonded 
warehouse. 


Copyright, 1926, M. P. Snow & Co., Chicago, Ill. 
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Attend Cork Box Toes 
for Comfort and Style 























For Two Years in Brownbilt Shoes 


OR two years the Brown Shoe Com- 
pany of St. Louis, Mo., one of the 
world’s largest manufacturers of shoes, 
has used Armstrong Cork Box Toes in its 
BROWN5iz/t men’s line. 

The Brown Shoe Company, as every 
one knows, produces a quality shoe and 
has built a reputation of which it is justly 
proud and certainly deserving. This 
company will not place in its shoes any 


Armstrong Cork Company, Shoe 










BRANCH OFFICES: 
7 eee 197 South St. 
New York City....... 50 Church St. 
Chicago, Ill... ..320 W. Randolph St. 
Cincinnati, O. ....... 1017 Broadway 
St. Louis, Mo....... 204 S. Third St. 





material until it is certain that the wearer 
of Brown shoes will be entirely satisfied. 

Like the Brown Shoe Company, more 
than 200 of the leading shoe manufac- 
turers of the United States are using 
Armstrong Cork Box Toes. Very likely 
you are now buying shoes from one of 
these manufacturers. Specify them in 
your next shipment—for greater comfort 
and style in your shoe lines. 


Products Division, Lancaster, Pa. 


BRANCH OFFICES: 


Minneapolis, Minn..316 Third Ave., N. 
Toronto, Canada..Armstrong Cork & 
Insulation Co., 11 Brant St. 
Montreal, Canada,..Armstrong Cork 
& Insulation Co., 901 McGill Bldg. 
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An Unsolicited Expression 
Concerning Our New 309 Last 


From Wm. F. Graebel, 1343 Greenbay Avenue, Milwaukee, Wisconsin 


Mr. Graebel conducts a store in one of the outlying districts of Milwaukee. 
He has built his business on foot comfort, and people go miles out of their 
way to avail themselves of his fitting services. 


Dated at Milwaukee, March 14, 1926. Received at the Coon office, March | 6th— 


Gentlemen :— 


I want to take this opportunity to tell you that I honestly believe 
I have never, at any time, seen a last that is within 10% the equal of 


your 309 combination for fit. 


Old timers, in the game for 35 years or more, have sent friends 
and members of their family to be fitted in this last. I am sure that 
you have started a sensation in the manufacturing industry and have 
created a money maker for every one handling your footwear. 


Making and stocking footwear like 309 should make it possible 
for your plant to run 24 hours a day if you want it to. 


Yours very truly, 
(Signed) W. F. GRAEBEL. 


The 309 last carries a 14/8 heel. It is developed along pump lines with a close fitting waist, 
instep and heel. Shoes built over it positively will not give or slip. ; 


The draw lines on the individual patterns are correct. In fact, from a fitting standpoint, the 
buttons are ornamental, for the slippers hug and cling to the foot before they are buttoned. 
The last has a rather narrow bottom and widens out beautifully. 


165 N. Water St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 


AA LL I a A NP a ANSI BE STE 8? BIRS PRPRDRS I 
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Calf Leather 

















Fine Shoes 
g 


Made in the Popular Shades of Tan and Brown 


8S. BARNET & SONS INC. Tanneries LYNN, MASS. Salesrooms 75 SOUTH ST., BOSTON 
i em n B anp SHOE REcoRDER 
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The “Lois” 
In Stock for Immediate Delivery. 
Available in Patent Leather, 
Black Satin and Silver Brocade. 
Made over medium round toe 
last carrying 17/8 heel. 
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T= eyes of women see no substitute for lively style. 
Difference in taste and temper makes variety neces- 
sary, but each distinct model must carry its own individual 
marks of modish elegance. 


ICKARD Feminine Footwear defines the style in 
design and dignifies it through ingrained craftsman- 
ship. RICKARD Feminine Footwear excels first, as a 
source of profit in the store and second, as a source of 


pride on the street. 


Yo RICKARD SOL Cl IMPANY 


HAV ERHILI 


MA/ACH 
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THE SHOE FOR 


METER 


PROGRESSIVE DEALERS 


“Snap” sells ’em—“Value” makes ’em Repeat! 
They’re Carried In Stock 


*“Shoes Men Choose” 








Terms—2% 10 days, net 30. 


No. 61280—Patent Plain Toe Oxford on our Astor 
t. Folded Vamp and wes Bevelled pags. 


and D 5% 
Price, $3.75. 


No. 34210—New Gold Speed Oxford on our Herald 
Me Real snappy. Goodyear Heel. Instock D 


Price, $3.60. 


No. 92140—New Orange Tan Sport Oxford on our 
Yale Last. Miles of Pep. Goodyear Heel. In- 
stock D 5%-11. 


Price, $3.60. 


79371—Creese and Cook Tony Gold Calf Ox- 
ford on our State Last. Supreme in Style—Special 
Construction. Goodyear Heel. Instock D 5%-11 


METROPOLITAN SHOE COMPANY 


ow rd ho i _ ve Boston Office: 42 Lincoln St. Pe enc aaa 
[2 


No. 92140 
Price, $3.68 








These boots were originated 
to conquer the West— 


UCKHECT Boots are a truly western product, 
built primarily to meet the exacting, seemingly 
impossible demands of western conditions. 


For 70 years they have been making good! Their 
popularity has spread from Coast to Coast. Their 
special Indian-Tan process leather, the patented 
Buckstrip, moccasin-style vamp, the solid, wear-re- 
sisting quality of BuckHects have made them an 
excellent seller for 5000 dealers in America. These 
national magazines are advertising BuckHects to 
your trade. We want more dealers east of the Rocky 
Mountains. Write for our proposition. 


BUCKINGHAM & HECHT, San Francisco, California 


}, ‘A 

yj ‘ 1s \ 
sie B uck Hec t 
Style No. 20 
Patented 


INDIAN TAN PROCESS 


Note to salesmen:— ree e 
We still have some ( Oil-in-the-leather ) 


‘ood territories open. B . 
— oots 
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* The good news of Lape & Ad'er shoes makes the women happy when 
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Good News Spreads Happiness 


they glimpse the smart new models—makes the merchant happy when 
he hears the cash register jingle. 


The new L & A styles are so out-of-the-ordinary that they compel 
immediate attention. Display them in your windows and they draw 
customers like a magnet. Women who appreciate shoe beauty and 
uncommonness simply can’t resist them! 





The Lape & Adler men are now in their territories. When one of 
these good news couriers ae into your store, be ready to welcome 
him—for he brings to you the Style Leaders of Shoedom—the fast 
sellers with the long profits. 


Remember—L & A—the good-news shoes! 


THE LAPE & ADLER CO. 


“Makers of the L & A Shoe” 
COLUMBUS, OHIO 








Couriers of “Good News in Shoes” 








Phil Miller . Cc. 

F. A. McGiffin -S. 

. R. M 
iL. 
a 
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In Stock 





No. 966 Patent Leather ‘‘Emma”’ Gray 


Kid Trim. 
Price $3.10 


No. 965 All Pearl Gray Kid “Emma”’ 
Opal Kid Trim. 

Price $3.25 
No. 967 Patent Leather ‘‘Emma” 
Blonde Kid Trim. 

Price $3.10 
These styles all have full Louis heels. 
These styles carried in widths B-C. 


SUEROEOUEREEOGEGHOOGHOUGHCRECHORELGHGEOGEELSESRGHOSOLERGHOPQULOREEOREREEDSSGREEOHERONOEROROROSESERESEORGR! 





NUGRSEURSRSRSRRGCESREERERRSROCRARSOREROEORREDEES 


POULERERQUERSECRGGRROSRRERSERRERSRCREESGRSSRERRSEEEREEED 








PURE EAOTUSSRESCESTRSSSRTROGAEC TASH SRARTOTRC ER CRSRSRRGRGRER HC RERERTRERERERER HARE ETE! 











—— 


What is it? 


When will it arrive? 
Wait // Watch// 


? 


-will soon be here/ 
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Line Up for the 
BIG PARADE!! 


Get ready for the big Easter busi- 
ness that’s just around the corner. 
Here are some styles that will help 
speed up sales. 

Ready to ship today. 


Terms 2% 10 days. 


e 
Newton Shoe Co. 


207 Essex Street 
Boston, Mass. 


VASP VSVVSSVSVSSSSSSSSVVVVPSSSBVBSBSsSSSSBSSSBSBSBSBSsSs ss sSsSSsSSSssSSSSVSVSSsSssssssgssssssaaaaqanne 
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y Great Britain & 


The Shoe Trade Journal 


is the oldest established Shoe 
and Leather Trades Paper in 
Great Britain. 


Established 1869 


Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Recorder, Boston, Mass., upon 
application. 


THE SHOE TRADES JOURNAL 
England 


Leicester - - 
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MOM” 


E are specialists in the pro- 
duction of stylish shoes for 
growing feet. 


This is not a mere slogan chosen 
for its euphonious quality nor a 
statement of what we would /ike 
to be. It is a fact, and has been 
for more than 50 years. 


It is both the underlying motive 
and the dominating impulse of 
this entire business. 


Ferris Shoes for children, misses 
and growing girls reflect 


Shoes are built on lasts that 
scientifically encourage normal, 
healthful development of the 
growing foot. 


And just as truly—the sturdiest 
school or play shoe produced by 
Ferris carries a “snap” that places 
it in the style class, too. 


Ferris Shoes are sold by those 
retailers throughout the United 
States who have vision enough 
to appreciate the value of ap- 
pealing to the style ideas of 

the younger mind — and 


always the newest style mono ig —— who recognize at the same 
tendencies as they are girls is shown time their responsibility in 
: in the above x 
expressed in the adult jyuctration—a Safeguarding. the foot 
world of fashion. But — soogy health of the growing 
n ° Does 


even the smartest Ferris 


appeal to you? 


generation. 


meFERRIS SHAVE ov. 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 
PHILADELPHIA 


Welt Factory at Philadelphia, Pa.—Turn Factory at Cleveland, O. 
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THE QUALITY BOX TOE 





TRADE MARK 


foelas tic is durable and flexible, insuring long life for 
the box toe and perfect toe comfort for the wearer. 

§ Will not soil delicately-colored stockings. It is water- 
proof and sweatproof. 

§ Celastic fuses the upper, lining, and doubler into one 
unit ; reproduces exactly the lines of the last, and 
leaves no ridge across the tip line. 

§ Box Toe problems simplified and better shoe making 
assured. 

§ Manufacturer, retailer, and consumer all benefit when 

Celastic Box Toes are used. 





United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
OIE Johnson City, N.Y............ 276 Main 


STereee eee ree ee eee 





sececeeceeeeee A427 BSSCK INCW Vrieans, 12..........-4IOCLBSITSS O80 PIAMNCISOO, VAL... -eeeee 
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BELGRADE Me KAYS 


At first glance a Belgrade McKay 
is classed with shoes that cost much 
more. Outstanding impression of 
style and workmanship is responsi- 
ble for their popularity among the 
buyers in this 4 to 5 dollar grade. 


BELL BROTHERS CO. 
Biddeford - - - Maine 


CA season of white 
will be all the 
brighter and more 
profitable for those 
Belgrade dealers 
who offer this 
white kid one-strap 
to their trade. 
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As Usual 
We Offer 
Youa 


Savings of 


15” fo 307 


on these fresh 
new white styles 
for 


At Once 
Shipment 


Order now 
while stock 
is complete 


CASE LOTS 
ONLY 
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9619—Misses and Child’s Canvas 
1 Strap White Cabretta Side 
Cut Out. Full wide Toe, Rub- 
ber Top Lift. 


Misses’ Sizes 12-2...Price $1.25 


Child’s Sizes 8%-11% “ $1.15 


Same shoe in Growing 
Girls’ sizes 2%-6....Price $1.45 


9635—Misses’ White Canvas 
Pump Gore Front, White Metal 
Ornament. 


Misses’ Sizes 12-2...Price $1.30 


Child’s Sizes 8%-11% “ $1.20 
Growing Girls’ Sizes 
2%- 


S ..cwcsasisets Price $1.50 


9601—Misses’ Canvas 1 Strap 
qanter Top Lift. Full Wide 
‘oe. 


Misses’ Sizes 12-2...Price $1.05 


Child’s Sizes 8%-11% “ $.95 
Growing Girls’ Sizes 2%- 
“ie |? espentieheesaas Price $1.20 


9603—-Misses’ Canvas 1 Strap 
White Cabretta Cut Out Vamp. 
Full Wide Toe, Rubber Top 
Lift. 

Misses’ Sizes 12-2...Price $1.30 
Child’s Sizes 8%-11% “ $1.20 


Growing Girls’ Sizes 214-5 
nee Price $1.45 





On Floor for At-Once 
Shipment 


IN 
STOCK 





S. ROSENBERG & SON, Inc. 


144 ESSEX ST., BOSTON, MASS. 
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Sainu 


THE SATIN BEAUTIFUL 





Satnu is only sold with Einstein 
special backing and this back- 
ing is identified by printed 
markings as in the illustration. 





EINSTEIN BACKING 


Guards the natural lustre and depth of color of SATNU. New, not 
reclaimed, rubber that has been tested and found pure, is used for 
the double coating of both satin and drill, which are combined 


through cold pressure. 


J. EINSTEIN INC. 


SHOE FABRIC SPECIALISTS 
9 SPRUCE STREET NEW YORK 
BOSTON ST. LOUIS CINCINNATI MILWAUKEE MONTREAL 


NOTE~—In this series of advertisements on SATNU—the supreme shoe satin—J. EINSTEIN, INC., are presénting lab- 
oratory facts for the information of retail and manufacturer buyers. Samples of SATNU will be gladly sent to anyone in 


the trade for comparison. 
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NALCRAFT 
offers 


a BETTER 
Sl ipper ote os 


Finished Leather 
Padded Sole 


Ra -CRAFT LEATHER PADDED SLIPPERS 


Rau-Craft Leather Padded Sole Slippers for Men, Women and 
Children adequately fill the needs of the entire family. 


RAU-CRAFT QUILTED SATIN SLIPPERS 


Rau-Craft Quilted Satin Slippers for Women—with an entirely new 
idea in Finished Leather Padded Soles—are of an insurpassably dis- 


tinctive Beauty. 
RAL-CRAFT SLIPPERS 


Rau-Craft Slippers—now being shown by our representatives on the 
road—will stimulate your sales—satisfy your customers—increase 
your profits. Sell your customers “Rau-Craft’ for the “Rest” of 
their lives—They'll be staunch customers the rest of yours. 


A request will bring a representative to your store. 


Men’s 
Padded Sole 
Leather Slipper 


S. RAUH & COMPANY 


310 Sixth Avenue 


NEW YORK CITY 
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STOCK No. 460 
(Illustrated ) 
Patent Dance Tie 
on the 


Copley Last 


Stock 461—Same in 
Dull Calf 


Stock 455-—Patent 
Dance Tie on Frat 


Last 


Sizes 
AA 8 -11 C 5%-11 
AZ -11 DS5 -11 
B 6%-11 
Price $5.25 


THE GHT 
Just Meee 








Gone Are Those Wrinkles 


The Dance Ties shown here are built on spring lasts—resulting 
in a smooth sleek shoe even after a season’s Charlestoning. And 
another feature—specially cut quarters for a snug heel fit—al- 
lowing the trousers to slide down over them not into them. 











Send for one pair or a hundred pair—twenty-four hour service, 
of course. 


The New Just Wright Catalog is out—send for a copy. 


E. T. WRIGHT & CO., Inc. ROCKLAND, MASS. 
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Zoe ONS AEN <6) 


o% 


Back Again Each Year \(§ 


for shoes of F. B. & C. white glazed kid " 

It takes only one pair of F. B. & C. 0% 
White Glazed Kid shoes to teach a woman ( 
that she has found the most perfect white y 
shoe material. 


Hundreds of stores which base their 
white kid shoes on F. B. & C. White, do 
so because they have learned that it makes 
annual customers. 


‘‘The Glaze that Stays’’ 


helps further to keep F. B. & C. always 
remembéred when white shoes are being 
purchased. 


F. B. & C. White Kid makes bigger 
white shoe sales each year for retailers 
who specify it. 





Amalgamated Leather Companies 


INCORPORATED 
319 Arch Street Philadelphia, Pa. 
Factories: Wilmington, Del. 


ewe eee a wt em oe et ee oe ee eo ee oe 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 





Legislative Committee Chairman 
Weber Urges Renewed Action on 
Pullman Surcharge and Leaven- 


worth Prison Product 
N. S. T. A. “Signs Up” for Group Insurance 


of the N. S. T. A. Committee 

on Legislation, and his commit- 
tee have commenced working hard 
with tanners, shoe manufacturers 
and labor unions of the shoe industry 
in the killing of the bill which pro- 
vides that shoes now being made in 
the Leavenworth prison work shops 
be sold to the Army and Navy and 
Government employees. Chairman 
Weber feels that should these shoes 
be so distributed it would encroach 
on legitimate shoe production and 
would take away a goodly amount 
of work from shoe manufacturers 
and workers, who are paying taxes 
for the support of Federal prisons; 
that manufacturers and workers 
should not be placed under such a 
business handicap. And another 
consideration, according to Chair- 
man Weber and his committee, is 


rere J. WEBER, chairman 


Waldo M. Oakman, member of the 
Insurance sr of the N.S. 


that the wearing of a prison-made 
shoe is repulsive to the high-grade 
soldier, sailor, and Government em- 
ployee. 


Write to Congressmen and Senators 


Chairman Weber is also actively 
working with Representative J. S. 
Parker for the elimination of the 
Pullman surcharge bill. Congress- 
man McLaughlin has referred this 
bill to the Interstate Commerce 
Commission for consideration. Mr. 
Weber asks that every member of 
the N. S. T. A. telegraph to Con- 
gressman Parker and his own Con- 
gressman and Senator, urging im- 
mediate and favorable action on 
House Bill 4479, for the repeal of 
the Pullman surcharge bill intro- 
duced by M. O. McLaughlin of Ne- 
braska. 


Pullman surcharge elimination 


Charles W. Morrill, chairman of 
the Insurance Committee of the 
N.S.T. A. 
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has long been one of the earnest 
endeavors of the N. S. T. A., which 
organization is always in the front 
ranks of every movement for the 
benefit of the industry. 


Congratulations to N.S.T.A. 
Insurance Committee 


After practically three years of 
consistent work, the Insurance Com- 
mittee of the N. S. T. A., composed 
of Charles W. Morrill, chairman; 
Waldo M. Oakman, Buford Mc- 
Whirter, Charles W. Evans and T. 
A. Delany, secretary, has brought 
about one of the best contracts— 
and the only one of its kind—ever 
written for an association in the 
United States. The N. S. T. A. has 
a membership of approximately 3500 
scattered in all parts of the United 
States, and this membership is ap- 
portioned among 27 different affili- 
ated organizations. 


Three Years’ Study on Plan 


The gigantic work involved neces- 
sitated much_ strenuous _ study 
throughout the various investiga- 
tions as to companies and plans. 
After a thorough consideration of 
the matter, the committee decided 
on the John Hancock Mutual Life 


T. A. Delany, secretary of the 
Insurance — of the N.S. 
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WHITE KID 
$7.10 


A WHITE KID MATRIX SHOE 


t FASHIONABLE? YES! E 
AND COMFORTABLE, TOO 













bates otyram Ga brand new market, this beautiful 

white kid MATRIX meets the combined 
demands of fashion and comfort. The most 
popular of all our stylish models, The Vernon, in 
white kid, fits the bottom of the foot and every 
requirement of the summer footwear mode. It is 
the ideal shoe for those who buy for either fashion 
or comfort—or both. 

















New York Style Studio: 
MARBRIDGE BUILDING, BROADWAY at 34th STREET 


















Chicago Office: 
1316 Republic Building 


Philadelphia Office: 
325 Forrest Building 
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L. Bennet (known to all the trade 
as “Ben”’) Turner. “Ben” covers 
the Boston city shoe stores for 

The Hood Rubber Products Co. 


Insurance Co. of Boston. The com- 
mittee feels that in allowing this 
company to write its group insur- 
ance the members of the N. S. T. A. 
will be served 100 per cent. 


Face of Policy $1,000 


The amount of the policy is $1,000, 
payable on death from any cause, 
such as natural, accidental or sui- 
cidal, at any time or any place, and 
immediately on proper notification 
of the death. No medical examina- 
tion is required. The cost is ex- 
tremely low, far below that of 
straight life—because of the whole- 
sale rate under group insurance; the 
“average” age designates the cost 
of premium. Every member of the 
N. S. T. A. is eligible, irrespective 
of ‘age or territory covered. 

Realizing the many advantages 
that membership in the N. S. T. A. 
bring—and now this added feature 
of group insurance—numerous ap- 
plications have been made at the of- 
fice of the national secretary ex- 
pressing the wish to become mem- 
bers and take advantage of this 
insurance plan. 


Memberships “Pouring In” 


The various local associations are 
inviting their individual member- 
ship to send their names, addresses 
and ages to the secretaries of their 
locals; these secretaries in turn send 
this information to the national 
secretary. Sixty days are per- 
mitted all members who are delin- 
quent, but after the date is set all 
@linquencies and lapsed members 
will be obliged to undergo medical 
examination. New members may 
accept the proposition without ~ ex- 


Here is “Dave” Davis, treasurer 
of the N. S. T. A., evidently en- 
joying his recent two weeks’ va- 
cation at Hot Springs, Ark. He 
is seated in the center. On the 
right is John Spalo, buyer of the 
men’s shoe department of “The 
Hub,” and on the left Harry Sil- 
ver, buyer of men’s shoes at 
O’Connor & Goldberg’s, Chicago 


amination. Every member in order 
to be insured must be in good stand- 
ing in the N. S. T. A. at the time of 
application for insurance. 

Many factories and  jobbing 
houses throughout the country have 
expressed a desire to enroll their 
traveling force 100 per cent. From 
present indications, every shoe 
traveling salesman will be an N. S. 
T. A. man, enrolied in this group 
insurance. This for the reason that 
the shoe traveler realizes that thus 
will his dependents be provided for 
in the event of his death to the ex- 
tent of a “tidy” little sum of $1,000, 
at a minimum cost to himself. Na- 
tional Secretary T. A. Delany, 183 
Essex Street, Boston, Mass., will be 
only too glad at all times to explain 
to any salesman, manufacturer or 
jobber any further details in regard 
to this insurance plan. 


“Tom” Collins with A. E. 
Little 


Tom D. Collins, past president of 
the Southwestern Shoe Travelers’ 
Association, and one of the good 
shoe traveler-merchant boosters, 
now represents the A. E. Little Co. 
He has moved up from Southwest- 
ern territory and now has head- 
quarters in the Republic Building, 
Chicago. He will cover Minnesota, 
Wisconsin, Indiana, and the north- 
ern half of Illinois. 

“Tom” has had wide experience 
in “picking” good shoe styles for 
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Tom D. Collins, who represents 

the A. E. Little Co. in Minnesota, 

Wisconsin, Indiana and the north- 
ern half of Illinois 


the ladies, as, prior to his last con- 
nection, he sold footwear for the 
fair sex and acted as footwear fash- 
ion counsel to the retail shoe mer- 
chants in his territory. He recently 
spent some days in the East study- 
ing the new Sorosis models for 
spring and summer, and is now 
meeting with a splendid retail shoe 
merchant response thereon. 

“Tom” can if he so chooses put 
several honorary prefixes to his 
name. For after 93 days spent in 
the trenches during the World War, 
he won the title of major and then 
that of lieutenant colonel. And in 
a recent call at the RECORDER office 
he stated most emphatically that 
“there are no dubs in the retail shoe 
business today. I have the utmost 
confidence in my customers’ mer- 
chandising ability. The quick means 
of transportation of these days have 
kept the consumers ‘up to the min- 
ute’ as to footwear style ideas and 
retail shoe merchants know that 
they must ‘keep pace’ with the trend 
of the shoe style movement.” 


Julian Kokenge Salesmen 
Meet 


The salesforce of the Julian Ko- 
kenge Shoe Company met with offi- 
cials of the company recently in a 
three days’ spring sales convention. 
This “get together’ was held at the 
factory on East Fourth Street, Cin- 
cinnati. Among those who spoke 
to the salesmen were Milton Adler, 
Richard Stix and Mr. Woodward. 


“Success does not so much depend 
upon external help as upon self- 
reliance.”—Abraham Lincoln. 
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| Perfect Hermony in fene and Color | . 


An appealing forecast of the com- 
ing mode. Tune in with style; 


Stock it now! 


680 PARCHMENT LEATHER, 17/8 

445 PATENT, 17/8 Spike............ $3.60 ype a AA ah Fe Rte ae me Ra $3.75 

446 PATENT, 13/8 Cuban........... 3.60 681 — LEATHER, 18/8 . |. 
445, 446 Blonde Trimmed 81 Brown Trimm ; 


6 
875 BLACK SATIN, 17/8 Spike...... 3.50 876 BLACK Et, 13/8 Cuban... 3.50 
and C widths 


Minimum Orders 18 Pairs—“There’s a HANNAHSONS Distributor in Your Section” 


Haven ASSO 
HAVERHILL.MASS 


The Difference : IN STOCK 


Want more business? Here's a tip for 

bettering sales. Boudoir business is 

een lurns an rt, With ye ae 
you can sell many a customer. They will 

quickly see their desirability and pur- 


chase a pair or more. Write me of your 

Cc a 4 interest and I will make it easy for you 
. Write to 

and get acquainted 


with | a4 ye 4 ine a that has 
the reputation of making good. 





This is only one of the sub- 
jects discussed in a 16-page 
- booklet—just. off the press. In PA CSTS I 
addition to telling how turns SS 

and McKays are made, there 

are, also, chapters on the welt 

and stitchdown processes. Ac- 

curate and authoritative. We 

vouch for it. 





25 cents per copy = 


(cash with order) 
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Its almost here ‘Watch! 
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Thomas A. Furlong, reelected 
president of the Buffalo Associa- 
tion of Traveling Shoe Salesmen 


Northwest Adds 32 New 


Members 


E. A. (“Gene”) Bailey, secretary 
of the Northwestern Shoe Travelers’ 
Association, reports that his organ- 
ization is showing a most decided 
increase in membership and much 
activity, as a result of the group in- 
surance plan. “Gene” travels the 
Northwest for Bion F. Reynolds of 
Brockton, Mass. 

The association will also have a 
roster of the membership printed. 
This roster will be printed in the 
Northwest Commercial Bulletin. It 
will give names and addresses of 
members and the lines which they 
represent. 

It was also unanimously voted 
that the Northwestern Shoé Trav- 
elers’ Association should handle the 
next convention of the Northwestern 
Shoe Retailers’ Association. This 
convention will be held in St. Paul 
in February, 1927. The Northwest- 
ern boys will have charge of the en- 
tertainment and exhibits. 


Buffalo Elects Officers 


The Buffalo Association of Trav- 
eling Shoe Salesmen has recently 
elected officers for the current year, 
or rather, re-elected them. At a reg- 
ular meeting of the B. A. T. S. S. it 
was voted to hold the present offi- 
cers to their respective duties until 
January, 1927. The group insur- 
ance plan was heartily indorsed. 

Thomas A. Furlong again heads 
the Buffalo Association. His co- 
workers are as follows: First vice- 
president, Edward C. Diffine; sec- 
ond vice-president, John N. Mueller, 
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Jr.; third vice-president, Victor H. 
Zorn; fourth vice-president, Nor- 
man Anderson; secretary-treasurer, 
R. J. McDonald; membership com- 
mittee, W. H. Adler, chairman; John 
N. Mueller, Jr., Charles N. King; 
reception and by-laws committee, A. 
F. Jenks, chairman; Charles W. 
Martin and Fred A. Zorn; welfare 
committee, Victor H. Zorn, Louis 
Rubin and Norman Anderson; au- 
diting committee, Harry J. Spelder, 
Charles S. Craney and Thomas J. 
Flynn; publicity committee, R. J. 
McDonald, Harold L. Stillman and 
Nathan Shapiro; ways and means, 
Charles W. Martin, Edward C. Dif- 
fine and Fred Liddon; entertain- 
ment, Fred A. Zorn, A. F. Jenks, W. 
H. Adler, R. J. McDonald, James H. 
Stelley; nominating, W. H. Adler, 
Fred A. Zorn, Harry J. Spelder, 
Fredk. L. Becker, Charles W. Mar- 
tin, Jack Rieman and Charles L. 
Hahn. 


Harry V. Adams, vice-pres- 
ident and salesmanager of 
The Groveland Shoe Co. 


Harry Adams Is Groveland’s 
Vice-President and 
Salesmanager 


Harry V. Adams, for several 
years special sales representative 
for the F. M. Hoyt Shoe Company, 
will, after April 1, become identi- 
fied with the Groveland Shoe Com- 
pany as vice-president and sales 
manager. He will maintain his 
Western headquarters at Chicago, 
with offices in the Republic Build- 
ing, and will call personally on the 
trade in the larger cities of the 


Middle West. 


In conjunction with Frank I. Hil- 
liard, the genera! manager, he will 
have full charge of the entire sales 
end of the organization. 

“The Groveland Shoe Company,” 
writes Mr. Hilliard, “manufactures 


& Abowitz 


a comprehensive line of women’s 
turn shoes for street, afternoon and 
evening wear, to retail at eight dol- 
lars and higher. Our product em- 
bodies those refinements of style 
so essential to successful merchan- 
dising, that are demanded by the 
discriminating purchasers of fash- 
ionable footwear.” 

Mr. Adams has an enviable repu- 
tation as a sales executive among 
the shoe trade. The Groveland Shoe 
Company is to be congratulated on 
their latest addition to their organ- 
ization. 


Powell Sells Carter’s 


Kangaroos 

H. A. Powell sells Carter’s Kan- 
garoo shees to a long list of pro- 
gressive retail shoe merchants in his 
territory. He is with the Joseph P. 
Dunn Shoe & Leather Co. of Den- 
ver, Colo., and travels Colorado, 
Wyoming, New Mexico, Arizona and 
El Paso, Tex. 

Mr. Powell enjoys the confidence 
of the trade and is fully conversant 
with the needs of the merchant. 
“Carter’s Kangaroo” shoes are well 
known, and under Mr. Powell’s 
eareful guidance they are bound to 
gain in popularity. 


Rauch Writing ’Em Fast 


Norman Rauch, representing Lax 
of Brooklyn, reports 
business entirely satisfactory in 
Southern territory. He was in At- 
lanta recently and expects to cover 
several of the larger Southern cities 
during the present trip. 


H. A. Powell, who represents The 
Joseph P. Dunn Shoe & Leather 
Co. of Denver in Colorado, Wyo- 
ming, New Mezxico, Arizona and 
El Paso, Texas. He selis Carter’s 
Kangaroo shoes to the retail trade 
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“Pieaiilens Sensational 
Style and Value 
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The “Checker” model, wine colored calf, sil- c 

ver and white striped cork welt and eyerow 
facing; silver and white tips and vamp bind- 2 
ing; checker edge; bevel heel seat. Made in 8 
all color leathers. Back sole, calf gr. lining. v 

Price $3.85 
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BROCKTON SHOE MFG. CO., Inc. a 
BOSTON OFFICE AND SALES DEPARTMENT, 186 LINCOLN STREET 5 
New York Office Steck Dept. Atlanta, Georgia Chicago, Ill. Akron, Ohio San Antonio, Tex. San Francisco, Cal. ti 
127 Duane St. 15 N. Fourth St., 238 Peachtree Arcade Republic Bldg. 335 Walsh Bldg. 861 Russell Bldg. 526 Pacific Bldg. S) 
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Frank Mullin, one of the good 
boosters of the Pacific Coast Shoe 
Travelers Association. Frank is 
chairman of the Special Member- 
ship and Railroad Committees 
and is a member also of the Style 
and Legislation Committees 


Pacific Coast Boys 
Cooperating 


The members of the Pacific Coast 
Shoe Travelers Association are 
“lined up” solidly behind the Pacific 
Coast Shoe Retailers’ Association’s 
convention to be held at San Fran- 
cisco, June 7-9, next. Frank D. 
Mullin, one of the good boosters for 
merchants and shoe travelers on the 
Pacific Coast, is chairman of the 
Special Membership Committee and 
Railroad Committee in the Travelers’ 
Association, as well as a member of 
the, legislation and style commit- 
tees. In the latter capacity, he, with 
Carl Mason and Al G. Thelin of that 
committee, will be in a position to 
give valuable cooperation to the 
style show arrangements of the con- 
vention. 


J. Frank Crehan on Trip 
April 1 

J. Frank Crehan, who sells the 
French, Shriner & Urner Co.’s line, 
will leave “The Hub” April 1 for a 
twelve weeks’ trip to his many cus- 
tomer-friends. “J. Frank” takes 
long “hikes.” He will be away from 
the factory for twelve weeks, cov- 
ering various parts of the West and 
South, but will “hit the northbound 
trail” in time to attend the Boston 
Shoe and Leather Fair, to be held 
at Mechanics Building. July 6-8. “J. 
Frank’s” home town is Hingham, 
one of Massachusetts’ delightful 
South-Shore residential sections. 
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Vollman-Lawrence Sales- 
men’s **Meet”’ 


An optimistic group of salesmen 
assembled recently at the factory 
of the Vollman-Lawrence Shoe Co. 
for a sales convention. All reported 
that the many lines of shoes manu- 
factured by this company have been 
gaining rapidly in popularity. The 
balloon last shoes have come in for 
a large share of praise from the 
enthusiastic salesmen of this con- 
cern. 

During the convention it was re- 
ported that “Rudy” stands third in 
the list of Vollman-Lawrence high 
powered salesmen. First on the list 
is Fred Berkowitz, who is now in 
charge of the New York branch of 
this concern. Bill Harney, who 
covers the Pacific Coast, is occupy- 
ing second place. Although these 
men have succeeded in capturing a 


“Sid” S. Bernstein, who says that 

he is “knocking ’em dead” for 

Liever & Potter in “The Keystone 
State” 


high position on the sales list, offi- 
cials of the company report that 
they are followed very closely by 
the other live-wire salesmen work- 
ing for this concern. 


Louis Goldstein Says Busi- 
ness Active 


Louis Goldstein, who travels for 
the American Shoe Co. of Brooklyn, 
seems well satisfied with the busi- 
ness he has done thus far for the 
spring season. Mr. Goldstein covers 
New York and the metropolitan dis- 
trict, calling on a good many of the 
large stores, where he has built up 
a fine cilentele. 


Ortlund with Miller Lerch 


Carl P. Ortlund, one of the offi- 
cers of the Iowa Shoe Travelers As- 


71 


sociation who has represented the 
Connolly Shoe Company for the past 
six years, now represents the Miller 
Lerch Shoe Mfg. Co. of Columbus, 
Ohio. Mr. Ortlund will carry the en- 
tire men’s line of this latter house 
in the State of Iowa, 


Buckley with Val. Dutten- 


hofer Sons 


E. W. Buckley, formerly Southern 
representative with the Wizard Foot 
Appliance Co. of St. Louis, is now 
covering Southeastern territory for 
the Val. Duttenhofer Sons Co. of 
Cincinnati, Ohio. He was in Atlanta 
recently, following an extended 
trip through Florida, where he 
states shoe business is booming, as 
well as all other lines. He opened 
several new accounts while in that 
State. Mr. Buckley was with the 
Wizard company for about eight 
years. 


‘“Jimmie”’ Blythe with 
H. B. Goodrich 


James Blythe, better known to the 
boys on the road and his trade as 
“Little Jimmie,” has taken on a new 
representation. Mr. Blythe for 
fourteen years represented the Du- 
gan & Hudson Co. He is .to con- 
tinue in his old territory of Michi- 
gan, Ohio, Indiana, IHinois, Mis- 
souri and Iowa, and the Northwest, 
but will now sell the lines of the 
Bradley Shoe Co. and the H. B. 
Goodrich Co. “Little Jimmie” is 
well known as a good shoe stylist 
and promises his friends that he 
will have some interesting new num- 
bers to show them from his new 
lines. 


James Blythe (“Little Jimmie’), 
who covers Michigan, Ohio, Indi- 
ana, Illinois, Missouri, lowa and 
Northwest for the Bradley Shoe 
Co. and Hazen B. Goodrich Co. 
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New Styles for 
the New Season 


NUG-LERS still set the style pace! 

New ideas in design and fresh color 
combinations keep the Snug-lers line in 
the lead. 

The slipper shown here is one of several 
novel numbers recently added to the 
Snug-lers family. It is a ladies’ Solace with 
padded sole, embroidered satin collar and 
shell buckle. With its dainty pattern and its 
tasteful colors it is sure to bring you a lot 
of business from women. Like most other 
Snug-lers, it can be had in a variety of 
shades. 

Now is the time to place your advance 
order for felts. Wait for the “U. S.” 
salesman and see his samples of Snug-lers. 
You can do a bigger felt slipper business 
by stocking a line of up-to-the-minute 
Snug-lers. 


United States Rubber Company 
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Crepe Rubber Soles in N ew 
Popular Demand 








Overshoes Appear in Novel Patterns 


HEN, a few months ago, 
crude rubber “soared’’_ to 
new high price levels and 


Secretary Hoover was urging the 
public to conservation methods rub- 
ber-wise, there was some uncer- 
tainty as to the 1926-1927 demand 
for crépe- rubber soled shoes. Shoe 
manufacturers, in the great major- 
ity of cases, hesitated to order, and 
retail shoe merchants awaited de- 


velopments. 
But the consumer showed no hesi- 
tancy, whatever, in purchasing 


freely on such crépe rubber soled 
sport shoes as were shown in the 
leading shoe stores of the country. 
And the consumer demand continues 
to grow in such proportions that, at 
the present time, there is a veritable 
“onrush” by shoe manufacturers 
making sport shoes to obtain genu- 
ine crépe rubber soles. 


O add a bit more zest to the 

crépe rubber “rush,” the supply 
is limited and there is but a short 
time remaining to. make the crépe 
soles and get them into the shoe 
manufacturers’ hands. Then, too, 
there is the question of price. To- 
day’s quotations on crude rubber may 
be very much higher or lower than 
the day before, or those of a week 
ago. There is much argument going 
on. The rubber man explains to the 
manufacturer that it is always 
necessary to place orders for crude 
rubber, as with the manufactured 
rubber shoe product, in advance. It 
is true that a few shoe manufac- 
turers placed their orders for crépe 
rubber soles as far back as last De- 
cember—the delivery date to be at 
about this time, and prices to be 
those which would be current at de- 
livery date. Of course, the market 
might have been higher on delivery 
date than lower, as is now the case. 
It is always necessary “to take a 
chance” as to quotations. But one 
thing is certain—that if orders are 
* not placed in advance, the rubber 
man cannot promise either prices or 
deliveries—and the latter element is 
always of paramount importance, 


especially when the public clamor 


for a product is resounding loudly 
through the shoe trade air. 


T is a case of “first come, first 
served” with the rubber man, but 
he must always know several months 


ahead. so that he can base his pur- 


chases and production accordingly. 
Ordering in advance never forces 
prices up; on the contrary, it makes 
for a regular and even flow of pro- 
duction and distribution. It is the 
“immediate deliveries” orders that 
make for confusion and bring about 
prices advances. It is surely good 
business, in regard to rubber pur- 
chases, to order in advance. 


‘ REPE rubber soles are typically 
a feature of the sport and 
semi-sport shoe. They are light and 
comfortable. Some three years ago 
the old type was on the cumbersome 
order, but their status today is 100 
per cent perfection. They have the 
“summer weight” shoe appeal, with 
men’s crépe rubber soles averaging 
about twelve ounces to the pair. 
The women folk like the crépe rub- 
ber soles because they eliminate all 





This is the Lo-Zi , a new crea- 
tion of the B. F. oodrich Rubber 
Footwear line. It has a cuffed 


jersey top and a cream colored 
stockinette lining 





jarring on spine. They are equally 
desirable for children’s shoes and 
make for the sale of “more pairs.” 


EN crépe rubber soles were 
introduced, they met with the 
same opposition as does every new 
article, irrespective of merit, but 
they have won their way, under the 
various “shock absorbing” comfort, 
freedom, as well as “smart appear- 
ance” tests to which they have been 
subjected. And now at the beginning 
of the 1926 outdoor sport season, 
crépe rubber soled shoes are bigger 
favorites than ever with the Ameri- 
can people and the “foot fashion- 
ables” abroad. 


A New “Zipper” Style 


UBBER shoe salesmen are con- 

tinuing to take orders on new 
patterns in overshoes. Retail shoe 
merchants are alive to the fact that 
rains and light snows demand pro- 
tection for’ milady’s footwear, as 
well as for the men and the children. 
There is a definite demand for an 
overshoe that fits snugly, which 
meets “snappy” style requirements, 
and one which can be put on or 
taken off quickly. 


MONG the above-mentioned num- 
bers is a new Zipper creation, 
in the form of a.low top. This is 
called the “Lo-Zipper.” It is similar 
to its high-topped associates with 
the hookless fastener feature. It 
has a cuffed Jersey top and a cream 
colored stockinette lining, to pre- 
vent the discoloration of dainty 
shoes or light chiffon hosiery. It is 
a distinctive footwear covering 
style in its adaptation of the cuffed 
top affected by so many of the fair 
sex who wear Zippers. Its con- 
venience of quick adjustment is an- 
other selling argument. 


A Short Skirt Complex 


“So you’re lost, little man? Why 
didn’t you hang onto your mother’s 
skirt?” 

Youngster—“Couldn’t reach it.” 
—Walk-Over Prints. 
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DO YOUR SHOES 
REGISTER— 


1007 


The condition of the shoes you sell after a little wearing 
creates a stronger impression for or against them, than their 


looks before wearing. 


Miller Shoe Trees will do much to make your shoes register 
high with your customers. They perpetuate good looks. 
Better your business by encouraging consumer acceptance 


of the idea of keeping shoes looking right by use of Miller 
Shoe Trees. 


Pack Flat Ventilated Trees 


Merchants are using Pack-Flat Trees for window forms, after which they are sold for home use. 


FOR SAMPLES AND PRICES WRITE TO 


O. A. MILLER TREEING MCH. CO. 


SHOE TREE DIVISION 


BROCKTON, MASS. 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 


Giving Aunty a Whirl 


Feature Some Practical Styles for Folks on the Sage Side of Thirty 


TYLES for flappers 
~ and “Rah Rah” boys 

are O. K. for most 
stores to carry. There’s 
nothing wrong with show- 
ing them in the windows 
and ads. To give them 
most of the display space 
most of the time may be 
sound practise. 

But what’s wrong with 
giving Aunty a whirl? Her 
shekels are as good as 
those of her flapper niece 
—and they’re more numer- 
ous. As you know, not all 
the shoes that are O. K. 
for flappers are right for 
her. Yet she doesn’t want 
to be listed as a back num- 
ber. She likes a bit of 
style, eats it up, in fact, 
when convinced it won’t 
torture her feet. And 
she’s ready to pay for it. 
Our humbie opinion is that 
Aunty is entitled to more 
attention than she gets. 

Why not give Aunty a 
good range of style selec- 
tion in shoes that are 
suited to her require- 
ments? If you have these 
shoes, why not proclaim 
the fact, so that she’ll know 
where to go for them? 

We have a hunch that 
Aunty gets a left handed 
impression of the store in 
which she has to hunt all 
through a well stocked win- 
dow (sometimes in vain) 
to find one pair of shoes 
that meets both her tastes 
and her needs. The same 
with uncle and with father 
and mother. 

When you come to think 
of it—aren’t you focusing 
your publicity pretty much 
on one-half the adult popu- 





Recorder Merchandising Calendar 


for April 


April 1-3 


These will be busy days. Extra help will be 
needed Saturday and likely on half time at least 
for Thursday and Friday. See that the difficult 
customers get into the hands of your best sales- 
people, who know the stock thoroughly and 
whose tact you can rely on. This will avert 
“grief” and enable the new hands to give a fair 
account of themselves. 

Keeping the store spruce and clean on the rush 
days is difficult, perhaps; but worth while. It 
pays to plan on this and provide for sufficient 


help. 


April 5-10 


The windows should have a new trim for Mon- 
day. Don’t let that day find the word “Easter” 
or any lilies, chicks, eggs, rabbits, etc., any- 
where about the store. 

April is the month of showers. Rubbers should 
be given prominence now. They are good 
“leaders” and will help to fill in the valleys in 
the sales curve following Easter. This is a 
time to call attention to your storm welts also. 


April 12-19 


Whatever the weather at this time, Man’s heart 
(and Woman’s, too) is responding to the call of 
the Great Outdoors. So here is the theme for 
your displays and your ads—SPORTSWEAR. 
A check-up on the business of the past month 
and a close watch on daily sales now will give 
you a line on the styles that will live through. 
This data will help you decide which shoes to 
size up and which to drop. Calls received for 
— styles may suggest some shoes to add to 
the line. 


April 19-30 


Call the salespeople together and instruct them 
regarding the shoes which are to be given the 
most sales impetus just now. Acquaint them 
with the style situation as you see it, and with 
your buying policy, at least enough so that they 
—_ work intelligently in carrying out your 

ans. 

ake it a point now to ascertain whether any 
May Day doings are planned by schools or 
organizations in your town. Tie up with them 
in advertising or window space in proportion to 
their apparent importance. 





lation and forgetting that 
the other half lives? 

Why not a window for 
the other half now and 
then? 

Such a window needn’t 
be an exhibition of an- 
tiques, but a showing of 
good practical shoes, cor- 
rectly styled and designed 
for folks on the sage side 
of thirty. 

Why not let ’em have it 
in April? 


National Council 
Banquet Post- 
poned 


The banquet which the 
National Council of Trav- 
eling Salesmen’s Associa- 
tions had planned for 
March 23, in honor of man- 
ufacturers and merchants 
of New York, in connection 
with associate membership 
work of the organization, 
has been postponed, it was 
announced by William G. 
Adams, managing director. 
He stated that the banquet 
would be held about the 
middle of April. 


Darbrook Fashion 
Show 


At the last monthly so- 
cial day of the Theater As- 
sembly, held at the Hotel 
Astor, New York, Schwar- 
zenbach-Huber & Co. pre- 
sented a fashion display of 
Darbrook shoe and dress 
silks and satins. The dis- 
play included original and 
extlusive models of Dar- 
brook silks presented by 
Lucille Staff, Inc. 
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¢c American Interlocking Shoe Store Chairs 
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North Shore Bootery, Evanston, Ill. “ 


People seek up-to-date merchandise —¢w— 






































* * 
in stores which look up-to-date | 4400 grea 
: DY, unshined shoes may still be good serviceable shoes—but they features 
don't look it. Nor does an old fashioned, unattractive store reflect prog- Greater seating capacity— 
ress, smart merchandise, and good values. Like unshined shoes— unadorned Pence peony Bi i 
stores hide their true worth. customers, 
Greater durability — these 
Sas Diesen tit helen pactitinnh tn cncaiaetiiistiiisheaiig dimen SS nae r 
importance in adding distinction to shoe stores—American Interlocking Shoe Greater beauty because of : 
Store Chairs. For, beyond their utility, their greater service and longer life, is Gan cies t on. i ti 
a beauty of line and finish that suggests careful store management, adds an air 15 years of experience - . 
of prosperity to the store, invites more and better trade, and builds customer : b 
confidence. ve 
° This Booklet— « 
A Free Service to Improve Your Store a 
Thousands of leading stores throughout the country are equipped with American bi 
Interlocking Shoe Store Chairs. And in these installations we have gathered it 
many important facts regarding shoe store seating. Today our engineers and 
draftsmen offer you their experience free. With no obligation on your part } 
they will gladly suggest an arrangement of chairs to enable you to serve more ne 
customers, with greater speed and convenience, and at the same time add The Shoe Store Beautiful bt 
greatly to the decorative effect. Write to our Shoe Store Service Department. ae chaste 5s lck 
Their counsel and assistance is yours for the asking. Write for a copy, today. . “ 
¢ 
T 
eri ' 
can Seating Company ‘ 
1016 Lytton Building. Chicago, Illinois fo 
NEW YORK: Room 601, 119 W. sagen PHILADELPHIA: Room 703, 1211 Chestnut St. tit 
BOSTON: Room 302, 69 Canal St. pa 













When writing to advertisers please mention Boot anp SHoe REcoRDER 





March 27, 1926 


BOOT AND SHOE RECORDER 














TMM MUNN), 

































































Figure 1—A permanent wood 
background need not be covered 
up for this spring setting. The 
necessary touch of color is ef- 
fected by the drapery, arranged 
as explained in the article, a 

by the vase of flowers. The cut- 
out panels and plateau are easy 

to make in the store 








Making Window Displays Boost 


April Business 


ERE should be no let up of 
effort by shoe merchants after 
Easter. There is much business 

to be done after an Easter that 
comes so early in the year. Spring 
business will hardly have advanced 
very far in spite of the Easter pur- 
chases, and summer styles are just 
around the corner. That means that 
the shoe merchant must keep after 
business if he is to get his share of 
it. 

April is a spring month and the 
window displays should be spring 
displays. Style should be the key- 
note of the entire month’s business, 
but along with style the shoe mer- 
chant will do well to emphasize the 
seasonableness of the footwear to 
be sold and the fairness of the price. 
The window displays should be 
pepped up with spring decorations. 

The shoe merchant must give a 
little time to preparing decorations 
unless he is prepared to spend money 
for the ready-to-use article. Decora- 
tions are a necessity, just as much 
so as salesmen in the store to hand 
out the merchandise. The decora- 


By A. E. Edgar 


tions are the means of getting cus- 
tomers to look at the footwear dis- 
played. Very few merchants in any 
line of trade now depend wholly upon 
a display of merchandise to reach 
the people passing along the street. 
On the other hand, merchants are 
adopting every possible attraction 
to cause the people to stop at their 
window displays. Unless they stop 
to look at the merchandise the dis- 
play cannot function as a magnet to 
draw them into the store. 


HEN merchants learn that it is 

not the amount of money spent 
in decorations that count most in at- 
tracting attention, but that it is the 
idea behind he decorations, and their 
catchiness, shoe merchants will give 
more attention to designing displays 
that will attract the eye. 

The average store window has a 
beautiful permanent back. It is 
made of panelled wood and highly 
finished. It costs real money. Often 
it is finished in walnut or mahogany, 
and is a fine bit of cabinet work. 
“Too bad,” the merchant thinks, “to 


cover this up. It is so costly and so 
beautiful.” On the other hand it is 
too bad not to cover a part of it be- 
cause it is entirely unsuited to set off 
the footwear the merchant has to 
sell. Without a splash of color in 
some part of the display the back- 
ground and the footwear combined 
will make a rather drab showing. 


N Fig. 1 we suggest a way in 

which the panelled background 
may be treated to give it color and 
life. Near the top of the back of the 
window a drape of silk or sateen is 
draped in simple loops, a _ rosette 
being formed by the material at the 
end of each loop. This rosette is 
easily made if the following direc- 
tions are carried out. With a piece 
of string tie a sufficient quantity of 
the material to form the rosette, then 
open the material thus tied into puffs 
and the rosette is formed just where 
it is needed. The ends of the length 
of the draping material is allowed to 
hang in folds at each side as indi- 
cated in the illustration. The colors 
selected for this purpose should har- 
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Figure 2—Plaques add a good deal of tone to a window. Two types are 

shown here, though it is not suggested that both kinds be used at the same 

time. The one at the left has a painted floral design. That at the right 

has artificial flowers attached. The circular center piece is covered with 
decorative paper or fabric 


monize with the floor covering and 
the rest of the decorations. Very 
rarely should bright, harsh colors be 
used, but the more delicate colors 
may be used freely. 


HE decoration formed of panels 

serves as a foil against which the 
bulk of the merchandise shown on 
the display stands will be seen. This 
being the case the merchant should 
have them finished in colors that will 
contrast strongly with the colors of 
the footwear he displays. The circle 
and the two side panels may be cut 
out of wall board or anaglypta, fin- 
ished as desired and then assembled 
inthe window. The lattice strips are 
added to relieve the severity of the 
plain lines of the panels. They are 
made of laths or strips of wall board. 
They may be painted black or some 
dark color, or finished in gold or some 
other metallic shade. 

If a vase of flowers, or a basket is 
centered in the display before the 
circular panel the display of the mer- 
chandise should be lighter at this 
point. The best arrangement will 
be to have the merchandise displayed 
within two well defined pyramids, 
one at each side of the circle. That 
is, the highest stands will be mid- 
way between the center of the circle 
and the side of the window. The 
rest of the stands will then be gradu- 
ated downward to the side of the 
window and the middle of the win- 
dow. Each of these pyramids should 
have a gradual slope down toward 


the floor of the window at the front. 
It is not desirable, however, that the 
arrangement of the stands and mer- 
chandise be along straight lines, for 


a slightly broken line is more attrac- 
tive. 

The setting illustrated in Fig. 2 
shows another means of using dec- 
orations both to brighten up the win- 
dow display and to secure a contrast 


with the background. The three 
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units of this display may be used 
with the panelled back as well as 
with a draped background. 

Plaques may be puchased in a 
large variety of forms and finished 
in many beautiful effects. These are 
recommended to merchants with an 
appropriation for window display 
advertising. The spring catalogs of 
the artificial flower houses and win- 
dow display firms are full of sug- 
gestions that the shoe merchant can 
follow at a minimum of expense. 
Every shoe merchant should have 
these in his store library as they are 
of real value in planning decorations 
for the windows and interiors. Some 
plaques can be bought for which 
a series of interchangeable center 
designs are obtainable. 


HERE the shoe merchant has 

to depend upon his own efforts 

for his decorations there is no need 
to despair of plaques. There are 
many beautiful effects that can be 
obtained with inexpensive materials, 
not of course as elaborate as the pur- 
chased decorations, but not to be des- 
pised for all that. In Fig. 2 the 
plaques shown at either side of the 
circle indicate what the shoe mer- 
chant may construct for himself. The 
shape of these plaques is pleasing. 
They are cut out of wall board with a 
scroll or fret saw. Such saws can be 
purchased at the hardware store for 
a quarter or half dollar. The design 
for the outline of the plaque is first 
of all drawn on wrapping paper. 
This is then cut out and used as a 
[CONTINUED ON PAGE 81] 














Figure 38—For use with permanent backgrounds in imitation of stone or 
brick this circular panel with pedestals and op dts sce an attractive 


special setting. It is very easy to make, a 


when appropriately finished 


off the effect is decidedly high class 
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SOLID COPPER . 


STORE FRONTS 


152 KAWNEER FRONTS 


Within a Radius of Four Blocks in a 
City of 100,000. 





| —_ twenty-one years ago, when Kawneer 
Copper Store Fronts (the first of their kind) ap- 
peared in our shopping centers, people uncon- 
sciously stopped and gazed in admiration at the 
marked contrast between the old and new. These 
bright spots were looked upon as something unique, 
and soon became the talk of the community. They 
were as magnets that attracted people into stores. 














Proof that Kawneer Store Fronts have the 
power to pull prospective purchasers into stores is 
made manifest by the scene above. 152 merchants 
in this district have Kawneer fronts working for — 
them night and day. There are over 300,000 me =.= ———— Aecenaaie 


throughout the United States and foreign countries. ey NY iil [3 3413 N. Front St. 
HHH) | Wael Niles, Mich. 


The coupon, pinned to your letterhead, will Bll! Send book showing 
. numerous types of 


bring reproductions of many installations, the own- —=E 4 fronts for my business. 
ers of which testify that their Kawneer Store Fronts “4 
are their most valuable sales medium. 





CONSULT YOUR ARCHITECT 
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A New Model — 
$155 price cut — 


More space saved — 
several improvements 





The New. “Flivver” Model 


Merry-Go-Round 
Shoe Shop 


New Price $195.00. (Old Price was $350.00) 


Due to the steadily continued and ever growing success 
of the MERRY-GO- ROUND SHOE SHOP, we are 
now operating on a larger scale, in a larger factory with 
lowered production and sales cost, the benefits of which 
accrue to you. 


The “Flivver” Merry-Go-Round is more compactly ar- 
ranged than the former model, being 6 ft. instead of 8 
ft. in diameter. This considerably increases the former 
saving of floor space and_still there is ample room for 
six children in animal seats and six adults comfortably 
seated on the platform beside them. No other form of 
seating accommodates as many in as little space. 


Equipped with foot rests which increase comfort and 
facilitate service. 


Brilliantly electric lighted. 


Just as sturdily built and attractively finished as ever, 
but saves still more of your space and of your sales- 
*  people’s time—and on top of that, you now save over 
40% of the cost! 


$195.00, F. O. B., Cedar Rapids. Send in your order 
early to insure delivery when wanted. 


Merry-Go-Round Shoe Shop 


855 S. 18th Street, East 
CEDAR RAPIDS IOWA 











Sino for and 
izes for Every 
Show Window 
Need 


for Show Window Lighting 


Don’t overlook the fact that SHOW WINDOW 
DISPLAYS become the star salesmen of the store 
when they are attractively and efficiently lighted 
with STERLING Silvered Glass, Enduring Lustre 
Reflectors. 


Complete information, illustrated literature, prices, etc., 
will be sent promptly on request. Our Engineers will gladly 
assist in your lighting problems. Send us rough sketch 
giving size of your windows. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 
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Figure 4—Three popular types of 
decoratives for spring windows. 
The circular piece at the top can 
be made in the store—cut from 
cardboard and covered with metal- 
lic paper; spray of flowers in- 
serted. Fhe decorative panel at 
the lower left is catalogued by a 
flower house at $14, complete. 
The sketch to the right of it 
shows a type of plaque in plastic 
relief work, now highly popular 


pattern in cutting out the plaques. 

The plaque may be tinted in plain 
colors or finished in a floral design. 
That at the left has a floral design 
painted on the plaque, while the 
other has artificial flowers attached 
to it. In actual use the two plaques 
should be alike, although either 
method of decoration may be fol- 
lowed. 

The circular plaque as illustrated 
has.a frame from which cords and 
tassels are hung at the sides, while 
the opening is filled in with metallic 
cloth. Fancy papers, silks, cretonnes 
and other materials are often used 
for decorations of this character. 
Handsome papers designed for this 
purpose only, are imported by some 
decorative firms. 


HE background in Fig. 3 is an 

imitation of caen stone. There 
are many ways in which this may be 
represented at a small expense. Sup- 
ply houses have wall board tile pat- 
terns that fill the bill nicely, especi- 
ally when a fancy grilled window is 
set into the center of the background 
to give it finish. Some very rich 
effects are obtainable in a cork com- 
position, which also is inexpensive. 
The object of reproducing Fig. 3 is 
not the background but the platform 
and its panel back. This was seen in 
a city store window, and as it may 


straight across. 


Figure 5—A display stunt. The 
shoe is shown in the center of a 
flower. The shoe stand is covered 
with green crépe paper to repre- 
sent the stem. At the bottom of 
the sketch to the left is shown 
the shape in which the leaves 
should be cut, and at the right 
the correct shape for the petals. 
The petals can be tinted as 
indicated, with cold water col- 
ors 


be built in the back shop it is a 
worth-while display accessory. 
The platform was built circular. 
In the shallow window the front may 
be circular while the back may be 
The pedestals are 
built of boards and are not fancy in 
any way. The panel at the back is 
cut with a circular top as shown. 
Floral decorations are set on the 
pedestals to add the necessary bright- 
ness to the display. 
The circular platform should be 
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about three or four inches in height. 
The pedestals may be of unequal 
height if desired. The pedestals 
should be painted the same color as 
the platform and panel back. Green 
sateen was used to cover the plat- 
form and the panel back in the 
original, and this was a very pleas- 
ing color in the display. Artificial 
flowers may be used as a border 
decoration around the edge of the 
platform if desired. 


HE circular decoration in Fig. 4 

is made of cardboard and covered 
with metallic paper, or may be paint- 
ed any color desired if cardboard of 
the color wanted cannot be pur- 
chased. The artificial flowers are 
merely passed through the opening, 
the stems being fastened at the back. 
This may be hung from the ceiling 
or background, or used as the dec- 
oration on an upright standard with 
a base. i 

The decorated panel at the lower 
left is taken from a recent catalog 
and the price complete with flowers 
is $14. A similar panel and stand 
may be made by the shoe merchant 
and the flowers added. 

The plaque at the right illus- 
trates a type of plastic relief decora- 
tions that are used in window dis- 
plays where the background is of the 
semi-temporary character. 

The shoe merchant will find it 
advisable to use a little stunt once 
in a while in his displays. It does 
not do to become too staid and con- 
servative. A very pretty stunt win- 
dow can be arranged at a small cost 
except for labor. In Fig. 5 the idea 
is illustrated. The shoe is made the 
center of a flower, the shoe stand be- 
ing utilized for the stem of the 
flower. 
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Figure 6—Some suggestions for show card designs. These sketches can easily 
phed or copied, and filled in with colors to harmonize with the win- 
dow setting. Few lines are required for this work. Fine detail should not be 


attempted 
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LeAMCO KLASIC ORNAMENTS 


To Make a 


SMART SHOE SMARTER 


DON’T LOSE 
Your 
PUMPS 
While Dancing 


Our 
ELASTIC FITTING 
PUMP STRAPS 
Make 
The shoe hug 
the instep 
and can’t come off 
In SATIN 
PATENT or 
COLORED KIDS 
with 
GOLD or SILVER 
ORNAMENTS’ SET ; 
WITH RHINE- 8656—RBraided Pump Strap Satin-Patent-Colored 
STONES or TOPAZ $5.25 per Doz. Pairs 


9080-A—Rhinestone or Topaz $1.25 Pair Abe Manheimer & Co., Inc. 


1428-X—Mesh-Chain set in Jewels , C | at Taylor St. Louis, Mo. 


9080—Metal Ball Chain 


Kindly Mention Colors Wanted 








fA Satisfied Customer » 4 BRAIDED PUMP STRAPS 


HOUSANDS of grateful women and 
men have found in the Fischer Protector On. of Of in a Jifty. 
instant and welcome relief from bunions ge kg alte ainette 


and large joints. and hand sewed. Invisi- 


They also have the great satisfaction of hiding 
unsightly irregularities of foot form and being 
able to wear shapely stylish shoes. 


These men and women are loyal customers of 
the dealers who handle Fischer Protectors. 
They consider it extra service and an accom- 
modation to be able to get this much appre- 
ciated foot comfort device when they want it. 
This good will and customer contact is a 
very definite extra profit for the dealers who 
handle Fischer Protectors. 


Fifteen years of consistent national advertising 
has kept Fischer Protectors constantly before 
the public. The publications used this season 
total over 30,000,000 circulation. 


Your jobber can supply you with Fischer Pro- 
tectors. A small stock investment will pay. 


KEEPS SHOES SHAPELY 


Dig” YEW 


PROTECTOR 
Fischer Manufacturing Co. 


Milwaukee’ 





ble fastening attachment 
with each pair. They 
cannot slip. 


Patent, dull, tan calf, 
black satin, blonde satin, 
blonde kid, parchment kid, 
gray kid, white kid. 


Per doz. pr. $5.00. 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave. ST. LOUIS, MO. 
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\\ Its almost here ‘Watch! 
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View showing a 
close-up of this 


sete BIGGER PROFITS 
Paid for This Store Front Many Times Over / 


—and says the owner, “It looks just windows a chance to do their work, to 
as good as it did ten years ago.” That’s show off your displays effectively, to 
why a Brasco front becomes an invest- allow brilliant lighting—in a word, 
ment in permanent value. You simply to stop the passing shoppers and bring 
advance its cost until the front is in- them in to buy. 

stalled—then it begins paying you back There simply is no other investment 
out of the increased profits from the you could possibly make for bigger or 
bigger trade it brings to your store. In quicker returns. Why not take steps 
a very short time, your investment is at once to find out how easily you can 
paid back, but the dividends continue. have a new front? 


Th n f hants have proven , , 
apc - oF merchants have prove The coupon below will start you right, 
the quick return on a new, up-to-date, ' ‘ . : , 
, : , F with free information, both interesting 
glistening front. One man’s business of : 

? and helpful. Mail it in now—while 
doubled in four months — another 
tripled his trade in a year—stiil an- 
other did 55% more business the first ao) Ay af Bhp yy Fe 
Saturday his new front was in, than BRONZE SASH AND BARS. Ask. for infor: 


any other Saturday he ever had. mation. 


you have it before you. 


It’s just a plain business proposition. Brasco Manufacturing Co. 
An attractive Brasco front not only Lu “ 5035 Wabash Ave., Chicago 
modernizes your store, but gives your ren eh 1 e Eastern Sales Office and Warehouse 


2814 Wilbur Ave., 
a Long Island City, New York 
Mail the 
, Oe gt 
Coupon! “ BRASCO MFG. CO. 
5035 Wabash Ave., Chicago 


Send me Design Folder and store front informa- 
tion-—free. 











COPPER STORE FRONTS) 
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THE ONLY WAY 
TO CORRECTLY FIT SHOES 
New Adrian X-Ray Shoe Fitter 
Every Good Store Should Have One 
Convenient Payments 


Complete Instructions 
Write Us i Details 


List of Stores Now Using This Machine 


ADRIAN CORPORATION 


610 Enterprise Bldg. 
Milwaukee Wisconsin - 















“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive. 


Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 
Draw Attention. 


“HUBTIP” Individual Carton Keeps Laces 
— and in Good Condition. Easy to 
andle. ; 


Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 


Manufacturers 
F. W. WHITCHER CO. 
332 Albany Bldg., Boston 








Do You Know What 
a Stogie Is? 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re- 
vised edition of the 


Shoe and Leather 
Lexicon 


But it is more than a trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to be found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and leather industries. 





The Price Is Fifty Cents 
(Cash with Order) 





BOOT AND SHOE RECORDER 
PUBLISHING CO. 
207 South St. Boston, Mass. 
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OUR CELEBRATED GLASS. FIXTURES 


THEY CONSIST OF INDIVIDUAL PEDESTALS (CUT 7) AND A LARGE 
VARIETY OF BEVELED EDGED PLATE GLASSES (CUTS 1, 2 AND 3) AND 
BY COMBINING THESE, AN ENDLESS VARIETY OF EVER CHANGING EFFECTS 
CAN BE PRODUCED. CUTS Nos. 4 AND 6 ILLUSTRATE 2 “SET UPS” PRO- 
DUCED WITH THESE FIXTURES. CUT No. 5 SHOWS A FEW OF THE INDI- 
VIDUAL STANDS. 


ASK FOR CATALOG No. 18 WHICH PROFUSELY ILLUSTRATES THE ENTIRE LINE 


WOOD FIXTURES 


ONE OF THE MOST COMPLETE LINE ON THE MARKET 
SHOWN IN CATALOG No. 22 (SEVERAL LINES IN STOCK) 


WRITE FOR SAMPLES OF “IN STOCK” WINDOW VALANCES, 
PLUSHES AND NEW LIGHT WEIGHT SUN FAST FABRICS. 








NEW YORK SHOW ROOM 
16 West Sist St. 
Between Broadway and 5th 
Ave. 


THE HECHT FIXTURE} CO. 


DEPT. 12 





Medinah Building, Wells St. and Jackson Blvd., Chicago, Ill. 
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J 
Arch-Aid Shoes 

Thirty Styles of Menihan Arch- | 
i Aid shoes are IN STOCK for 
—Patent Leather, Covered Cuban Heel, * ° ( 

EE ale ann, ororirG niin Ss 4t0'6 oobreeed eae eo —— - 
B 837 —Black Glace Kid, Covered pag 9 your convenience The styles il § 
Light Edge ....... a ERP epe ea $6.25 lustrated are carried ina complete t 
5 zes in 4 ‘ 
= aoe oe range of sizes and widths ready 
_ for immediate delivery to you— 
| 
] 
0 
Ask for Catalog 
a 
and details of our effective ; 
campaign of dealer adver- c 

tising. We furnish the 

sales ammunition that 
P 
helps you to move these 7 
shoes quickly. . 
B 221—Pearl Gray Kid, Covered Heel. Light Edge...$7.00 te 
B 907-—White Kid, Covered Heel, Light Edge........ 86.50 Write today— n 
Ww 
le 
tl 
m™ 
nh 
Vv 
MANUFACTURERS & DISTRIBUTORS a 
Rochester, W.% h 
B. W. MOYLAN, New York City, 612 Marbridge Bidg. st 

F. J. SATEK, Chicago, Majestic Hotel 
E. M. HOLLANDER, Los Angeles, 107 E. Sth Street 
H. S. KUSHINS, Oakland, 424 Belview Ave. 0} 
nl 
Gently B 
Supports m 
e 

Arch a 
di 
. hi 
th 
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Weather Retards Retail Trade 
At Some Points 


Spring Season Promising 





BOSTON 





Men’s Business Improving 


“The men’s shoe busihess looks 
much more cheerful,” said W. H. 
Fletcher, proprietor of Fletcher & 
Co., Ltd., who features the Edwin 
Clapp & Son, Inc., shoe at 2 School 
Street. “When men are buying, as 
they are now, three or four pairs 
at a time, at an expenditure of $45 
to $70, it shows that they have be- 
gun to acquire shoe consciousness. 
For instance, our single sales of 
late have averaged about as fol- 
lows: Two airs of black, one for 
ordinary evening wear and one for 
full dress, a pair of light weight 
and a pair of heavy tan shoes— 
sometimes, golf shoes with crepe 
soles, or other rubber soles are 
chosen.” 


New Windows and More Light 


Mr. Fletcher has recently in- 
stalled new Colonial window back- 
grounds, with short sash curtains 
in light shade of silk. These win- 
dow backgrounds give more light 
to the interior, which in turn is 
made more attractive by two large 
wall cases. In the wall cases, two 
large swatches of red leather 
throw the shoes displayed into 
more prominence. A new rug and 
new carton labels give an added in- 
viting atmosphere. The windows 
are so arranged that different col- 
ored “rugs” may be used to give 
an added “sparkle” to a typically 
high-grade New England shoe 


store. 
Pierre Boot Shop Opens 


A new “smart” shoe shop has 
opened on “Boston’s Fifth Ave- 
nue.” This is called “The Pierre 
Boot Shop,” F. M. McEnaney, for- 
merly women’s shoe buyer at Fil- 
ene’s, proprietor. Mr. McEnaney 
will feature women’s stylish me- 
dium-priced shoes. He believes that 
his location on Boylston Street is 
the logical place for this appeal to 
the feminine public footwear-wise. 


Leary Men’s Buyer at Thayer 
McNeil’s 

A. J. Leary, with twenty years’ 
intensive training in men’s fine 
shoemaking and selling, is the new 
men’s shoe buyer at Thayer Mc- 
Neil Co. Mr. Leary received his 
early education in men’s footwear 
manufacturing at the Emerson 
Shoe Co.’s plant at Rockland, Mass. 
He was later production manager 
at this factory. About nine years 
ago he became production manager 
at the E. T. Wright & Co.’s factory 
and also demonstrated the merits 
of the Arch Preserver shoes the 
country over. 

Mr. Leary succeeds J. B. Beaure- 
gard, who is suffering from a ner- 
vous breakdown. 





Unique Display 


C. S. Heggen, proprietor of 
the H. & J. Shoe Company, 
Des Moines, Iowa, who oper- 
ates a men’s shoe store, exclu- 
sively, recently featured “Dry 
Sox Wet Weather Shoes,” in 
his window. He used a pyrex 
glass, about two inches in 
height and ten in length; he 
placed one shoe in about one 
and one-half inches of water, 
right beside several gold fish. 
This display attracted much 
attention. 





New Shoe Salon De Luxe 


The Jordan Marsh Co. has 
opened in its women’s shoe depart- 
ment a new shoe salon. It occupies 
a space approximately 70 x 20 feet. 
The genuine mahogany panels add 
to the richness of the furnishings; 
the stock is concealed behind ve- 
lour portieres—there are floor 
lamps, tapestry chairs, a table and 
a Wilton rug in light tones of 
parchment. Here are sold shoes 
from $11.75 up to $50 the pair. 
Among the new models are cobra 
pumps with the new high heels. 
The new French blue is cleverly 


introduced into some of the snake- 
skin models. The salesmen at the 
salon are L. F. Doble, M. Jones, A. 
O. Paine and Henry King, who de- 
scribe it as a “Little bit of the 
Paris Boulevards.” 


Retail Salesmen Meet April 5 


The Boston Retail Shoe Sales- 
men’s Association will have as its 
speakers for the April 5 meeting 
Henry B. Elking, M. D., of the 
Society of Mental Hygiene, and Ed- 
ward Bagley, deputy prison com- 
missioner of Massachusetts. Their 
subject will be “Crime and Crimi- 
nals and the Reasons for Them.” 
The Association has thrown this 
meeting open to any members of 
the trade who may wish to have 
their employees present. This topic 
of crime and the remedies sug- 
gested for it discussed by the two 
above mentioned experts, should 
have a beneficial result and should 
be taken advantage of by a large 
audience. 


Ben Miner’s Trade Grows 


Benjamin F. Miner, for over a 
quarter of a century a retail shoe 
salesman at the Thayer McNeil Co., 
has been demonstrating his sales- 
manship ability for himself during 
the last twenty months. In his 
store on the street floor of the new 
Park Square Building, 23 St. James 
Avenue, he has been specializing 
with great success on a last of his 
own, called “Ortho-Mode” for 
women and children. “Ben,” as he 
is known to the local trade, states 
that he has been “ahead” every 
month since he started and that he 
did not find February dull. He car- 
ries a full range of patterns, but 
on one last only. He does a big 
mail order business. 


Merchants Gloomy 


A rather definite “gloom” seems 
to have settled on Chicago’s shoe 
trade and merchants report an ex- 
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We Can Deliver! 


It’s late—but not too late— 
to get these smart patterns 
into your sock for Easter 
selling. Better wire your 
order—to be sure. 
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: ERE is an opportunity that is better than 

Yours—for the biggest any “success story” you ever read. It 

Easter ever! ) doesn’t depend on lucky accidents, peculiar cir- 
Geo. M. Rosen. © cumstances or personal favoritism. 


Wanted: 


Men Who Can Grow 
Into a Partnership 


-— oF fo & ot 


— 


YOQOQOQOOE 


Y\OOQOQOOC 
tH ome o 


© 


mom a 


The sort of men who will answer this advertisement have 
gone as far as their jobs will let them. They want more 
responsibility, more independence. They will be interested 
in this Organization, which has grown because its Associates 
“Mignon” have grown. 


rr Wo 


Salesmen are trained to become assistant managers and then 
managers. They are then admitted into partnership in those 
stores which they help to create (capital for which is ad- 
vanced and can be paid back out of earnings). Everybody's 
progress depends upon training the man below to take a 
bigger place. 


Growth of the J. C. Penney Co. 
Reveals Your Opportunity 


ROM the original J. C. Penney Co. store opened in 

1902, the institution has grown to 676 stores in 44 states. 
The sales in 1925 were $91,057,120.44. The Company opened 
115 stores in 1920, 59 stores in 1922, 104 stores in 1923, 96 
stores in 1924 and 105 stores in 1925. Every new store 
means a salesman promoted to managership. 


Patent Leather, $4.00 
Black Satin, $4.00 
White Kid, $4.25 
Parchment Kid, $4.60 
AA—5-8; A—4-8; B—3-8; C—2)4-8. 
Carry 19/8 Spike and 14/8 Cuban Heels 


IN STOCK! 
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If you are this man 
WRITE or CALL! 


_ The man, in whom we are especially interested, is 
under 35 years of age and has had some experience 
in general or small department stores. He has not 
had the chance to show his real ability. He is 
familiar with one or more of the lines we sell—dry 
goods, ready-to-wear clothing, furnishings, shoes. 
No money investment required but a real ability in- 
vestment demanded. If you think you measure up 
to this OPPORTUNITY, write to our nearest office 
for booklet, “The Next Ten Years.” 


3 MERCHANTS SHOE CO. 8 JC enney Vo. 


Womens Shoes of Consistent Style Quality ciaaan Seectiintee 
57 Lincoln Street. Boston,Mass. D 1205 Olive Street St. Louis, Mo. 


“Marie” 


Patent, with Grey Lizard, Spike and Cuban Heels. 
>) Patent, with Blond Lizard, Spike and Cuban.$3.60 
@, Parchment Kid with Ivory Lizard Trim, Spike and 
: Cuban Heels. 
Grey Kid, with Grey Lizard, Spike only 
Spike—A—4-8; B—3-8; C—2'4-8 
Cuban—B—3-8; C—214-8 


IN STOCK! 
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ceptionally slow business for the 
past week. There have been some 
“high” spots in the buying and on 
some days trade has been very ac- 
tive for a few hours only to drop 
to a very low ebb -for the rest of 
the day. 
Gray Shoes Selling 


In spite of the inclement weather 
the gray shoes are becoming more 
and more in evidence as the days 
go by and it is reasonable to expect 
that this color will grow stronger 
in the later spring and early sum- 
mer months. 

Blond kids—in twe-toned pat- 
terns and trimmed with the same 
cocoa shades of last autumn are 
very popular. The deep cocoa 
brown vamps or quarters with 
blond quarters or vamps are seen 
most frequently on the streets with 
the many fascinating gray models 
which are selling. Apparently the 
grays are due for a much greater 
favor than the blona. Their arrival 
was sufficiently late to assure their 
popularity in the spring season. 
The general opinion seems to be 
that the blond shades come a little 
too soon to last through the spring 
season, especially in the northern 
part of the country, where snow re- 
mains until well past Easter. 


Men’s Trade Slow 


The men’s stores have been simi- 
larly affected. Men apparently 
aren’t a bit inclined to the purchase 
of light tan footwear with the 
streets a mass of slush and mud. 
The average man—with pride in 
his foot toggery is “fussy” about 
his shine and in this sort of a cli- 
mate—dark tans and black look 
better when spring thaws and rain 
are in order. 

There’s no doubt of the popular- 
ity of the light tans, however, and 
men will in all probability turn to 
them as soon as the spring season 
is well under way. Light shades, 
which weren’t at all popular last 
year, will be among the most wide- 
ly sought after when the warmer 
days come. Men’s clothing is 
adapted in color to the new light 
shades and it is almost certain to 
be a good tan year. The blond 
shade for men is as yet a little 
slow. Men do not take quickly to 
conspicuous foot colorings and as 
one of the street’s men’s buyers 
said—“They’re waiting ‘until some 
other fellow buys them first so that 
they won’t be alone in the style.” 

This probably answers the blond 
question and once the style gets to 
be worn by enough men — there 
may be quite a rush for the color. 
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F. O. Olsen, man- 

ager of new shoe 

department at Sil- 
verwood’s 


Silverwood’s of Los Angeles opened a new shoe department for men 


on Feb. 11. 


This is the newest venture into the men’s footwear field 


in the city. The department is located on the third floor, fronting on 
Broadway, directly adjoining men’s clothing. The —— is F. O. 


Olsen, formerly assistant to the general manager of the 


Florsheim Shoe Stores. 


s Angeles 


Banisters will be carried in highest grades, and Selz in grades from 





$6 to $10. Announcements in the newspapers in page advertisements 
brought a large crowd of interested men to the formal opening. 
Business strated off with a decided push and extra help had to be 
employed. The department is handsomely equipped to match the 
— cy of the store which is of oak. The size of the department 
is x eet. 





Mr. Olsen is showing some snappy new stuff, made especially for 
him, especially handsome sport styles being displayed in the Broad- 


way windows. 


Noticeable for their color were white buck trimmed 


with pigskin in tan, wing tip; white calf, trimmed in bright red kid; 
plain toe white buck, %-inch tan saddle; a golf shoe of light tan 


scratch-proof upper, trimmed in tan calf, with Westcott soles. 
usual tans are shown in shades of the current style. 


The 
Mr. Olsen is 


strong for the feather weights nad says they will be the means of 
establishing a two-season selling much needed now. 


Patents Holding Well 


Patents still are holding the lead 
in spite of colored kids of all 
shades in the women’s lines. Some 
are being bought with kid leather 
trim and these are among the most 
popular. There’s a slight tendency 
toward a more decorative style 
than the strip pump and as a re- 
sult many one straps and small 
tongue colonials are moving. 





Bowman Brothers Expand 


Bowman Brothers, owners of 
shoe stores in Kewanee and Mon- 
mouth, Ill, have purchased the 


Canton, Ill., store of S. J. Snyder. 
The entire stock of the Snyder 
store has been closed out and a 
complete line of men’s, women’s and 
children’s footwear will replace it. 

The entire store has been re- 
decorated and new window trim 
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Fashioned by Sherwood 


A Patented Leather Model with Gray Cobra 2% 
inch French Spike heel—gray and patent tailored 
bow-gray kid lined. 
The popular abbreviated full toe. 
Sherwood Shank. 
Quick Seller in many combinations. 

Salesmen or Samples? Can be made in 13/8 heels also. 














Mr. W. T. Jones will be at the Piedmont Hotel, Atlanta, Georgia, Room 925, April 12, 13 and 14th. 


PHILADELPHIA 
Mr. Schoell, 119 So. 4th St. 
LOS ANGELES 
R. L. Wall, Lankershim Hotel 


NEW YORK CHICAGO 
Mr. Ibatto, Barclay Bldg. Mr. Le Pine, 1618 Republie Bldg. 
OAKLAND, CAL. 
Mr. Kushins, care Roos Bros. 


SHERWOOD SHOE CO. 


SMART SHOES 
Buy Sherwoods and Stick to Them ROCHESTER, N. Y. 


SIS TOSS SO NCLOR LEONE 
BROOKS GYM SHOES 








IN STOCK — 


IMPORTED ENGLISH } BLACK KID 


i} Elk Sole. . 
RIDING BOOTS coe oe 


Men’s $ 50 Sole .... 
16= — 


bcs 450 IN STOCK 


Pair 


a a a 0) 
ORDER THEM IN TAN OR Cet ied oun 6 al cll ole) 
BLACK 25~35 No.6%Street Philadelphia, Pa. 





These English 
Riding Boots are 
in favor with ex- 
perienced riders 
who recognize 
their custom- 
made appearance, 
superior work - 
manship and easy 


fitting ualities. 
These desired fea- Dy a . 
process oe ee er” ai 
Colt Cromwell Co. | serv * . 
~ 8 siding ‘hosts of } 9 fe x 9 
596 Broadway perfection. sree iy ; : 


ae Coming Soon! Watch for it / 
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and backgrounds as well as fixtures 
have been designed to make the 
store one of the most up-to-date in 
Illinois. 


Braman May Locate in Chicago 


Maurice Braman, for many years 
buyer and manager of the M. L. 
Rothschild stores shoe depart- 
ments in Minneapolis and St. Paul 
and later in the retail business un- 
der his own name in Minneapolis, 
is a Chicago visitor. Maurice has 
sold out his interests in Minneap- 
olis and is planning on locating in 
Chicago as buyer or manager of a 
shoe department. 


To Open New Store 


Wolock & Bauer have leased the 
first two floors and basement on 
the southwest corner of Madison 
and Michigan, formerly occupied 
by the Z. Z. Jackson Co., haber- 
dashers. The new location is one 
of the very finest in the loop dis- 
trict and will give the famous pair 
one of the most frequently passed 
corners in the city. 

Plans are under way to make this 
new store one-of the most unique 
and attractive stores in the coun- 
try. Appointments planned will be 
of the most unusual and interest- 
ing. The new store will open some- 
time in the near future. 





CINCINNATI 


Weather Retards Trade 


Snow flurries each day for the 
last week and a half have kept the 
real spring buying somewhat in 
abeyance. Of course, business con- 
ditions are not what the politicians 
would call alarming, but it is the 
tacit agreement among Cincinnati 
merchants that if the weather 
would only abate, the almost-cer- 
tain influx of business would be 
more than welcome. 


Confidence in Colored Kid 


Another~feeling which seems to 
be held generally among the mer- 
chants in this district is that the 
colored kid business will continue 
for some time to come, but that in 
the later spring it will be forced to 
share its popularity with the ever 
recurring black patent leather 
pump. 

‘Novelty pumps in patent leather 
and kid are being shown and ad- 
vertised extensively throughout 
this market at the present time. 
The new trend toward trimmed 
heels is particularly noticeable. All 
merchants are advertising these 
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particularly beautiful and smart 
new styles. 


Sandals, Pumps and Straps 


The H. and 8. Pogue Company is 
featuring a trio of new styles in 
Laid, Schober footwear. The 
Noemi sandal is being featured in 
advertising along with the Carla 
Pump and the Airola Strap. The 
first of these is a high riding strap 
model with about 19/8 heels. The 
second is a pump with a chain fast- 
ening across the gore. This model 
has a lizard skin trimmed heel. The 
third is a sort of sandal strap with 
contrasting trimming. All these 
models are made in patent leather 
or in appropriate shades of kid. 





New Publicity Stunt 


The Forsheim Shoe Com- 
pany’s Denver store has been 
getting a lot of good publicity 
during the past few months by 
maintaining a basketball team 
that has not only played games 
in Denver but also with dif- 
ferent teams in other towns 
and cities throughout’ the 
State. 

















All stores in this territory cele- 
brated the official opening of the 
spring buying season this week. In 
the larger department stores band 
or orchestra concerts were pre- 
sented at various times. The va- 
rious departments took on an added 
attractiveness in new decorations 
especially for the spring opening. 
As a result of this special trim- 
ming the merchants reported that 
buyers were lured to greater activ- 
ity in the field of purchasing shoes. 





DENVER 


Trade Active 


Spring trade is under way in 
Denver, according to local retail 
shoe merchants. Business is fair 
and is running along about the 
same as a year ago. Patent leather 
is going well in women’s footwear 
at this time in black while blonde 
kid is also commanding a good sale. 
The fact that a number of small 
banks in Denver closed their doors 
recently has served to affect busi- 
ness in all lines to some extent, ac- 
cording to Denver shoe merchants. 
The banks closed, not on account 
of poor business conditions but due 
to lack of good business manage- 
ment on the part of the men at the 
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head of the banks. As a result of 
the bank failures a large number of 
Denver people have money tied up 
and are suffering the effects. The 
depression caused in business cir- 
cles is gradually wearing off and 
shoe merchants here are looking 
forward to good spring and sum- 
mer business. The large down- 
town retail shoe stores report that 
business is getting better each day 
and that the outlook ahead is ex- 
tremely bright. 


New Store Opens 


The Betty Bond Bootery, an ex- 
clusive ladies’ shoe store, recently 
opened for business in Denver at 
1505 Stout Street. Business is said 
to be getting away to a nice start at 
this new and attractive Denver 
shoe store. 


Feature Step-Ins 


The Broadhurst-Young Shoe 
Company, this city, has been fea- 
turing the new Lamont step-ins of 
late. The “Parfait” in patent 
leather with parchment collar is re- 
tailing at $12.50, while the blonde 
kid, with sauterne kid collar, is 
selling at $13.50. The “D’Orsay” 
in patent sells at $12.50 and in rose 
or blonde kid at $13. Business is 
reported good at the Broadhurst- 
Young store. 


New Officers for Gano-Downs 


The Gano-Downs store, for forty- 
five years one of the West’s lead- 
ing furnishing establishments, op- 
erating a large ladies’ and men’s 
shoe department, recently passed 
into the hands of the second gener- 
ation of the Gano and Downs fam- 
ilies. The transfer of actual man- 
agement of the business from the 
shoulders of Merritt W. Gano, Sr., 
and George W. Gano and W. D. 
Downs, the triumvirate that has 
run the store for nearly half a cen- 
tury, to the younger generation— 
M. W. Gano, Jr., W. H. Downs and 
C. G. Weston, was accomplished at 


_a directors’ meeting, without pomp 


or ceremony The new officers of 
the Gano-Downs company are: 
Merritt W. Gano, Jr., president; 
Chester G. Weston, vice-president, 
and William H. Downs, secretary. 
These three, with the three retiring 
officers of the company, constitute 
the board of directors. . Young 
Gano, elevated to the presidency of 
the company, has been vice-presi- 
dent and general manager for sev- 
eral years; Weston, the new vice- 
president, has been with the com- 
pany ten years, and young Downs 
has been serving as secretary in- 
formally. 
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No. 1057 


Ne. 1057—Patent leather vamp and quarter with 
id snake trimming and heel. High et turn. 
shank. 19/8 new spike heel. id lined. 

8 TED  copcecscccvcccvccescecesoecoce $4.75 
No. 1058—Same in Parchment Kid with blonde 
Msard trimming and heel...............e+. $4.85 
Ne. 1060—fame in White Kid with white and 
grey alligator trimming and heel........... $4.85 


Widths and Sizes 
AA and A—4 to 7; B—3 to 7; C—2% to 7 





Ne. 3033—Patent lea. with black lizard trieming 
and High-grade turn, 13/8 Cuban heel. 
Kid quarter lined. Mod. broad toe.....:..$4.50 


Ne. 3034—Same in all Russia calf........ $4.50 


Ne. 3085—Same in parchment kid with reh- 
ment lizard trimming and strap........... 734.75 


Ask Us About Our Other 
Hot Numbers In Stock 


M. J. SAKS SHOE CORP. 
144 Duane Street, New York 


“IF IT’S NEW, SAKS HAS IT” 
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Coming Soon! Watch for it / 





“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. : 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 


‘on, Mass. 
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The Difference Between Turns and McKays 
This is only one of the subjects discussed in a 16-page booklet—Jjust off 
the . In addition to telling how turns and McKays are made, there 
are, also, chapters on the welt and stitchd A te and 
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S cents per copy 
(cash with order) 
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207 South St. 
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| NEW YORK 


Novelty Leathers Leading 


The spring season in shoes in New 
York is fairly under way, and just 
as predicted by a number of leading 
merchants here, the season is one of 
novelty materials and fancy heels. 
The material and the heel make the 
style of the shoe this season. New 
York women have gone to novelty 
materials with a vim. In all stores the 
reptile leathers and imitations of 
them are selling extremely well. 


ports from abroad, and what I saw 
there earlier in the year, that gray 
was going to have the biggest run 
in years,” said Edward Cohen, 
manager of Saks-Fifth Avenue shoe 
department. “I played them strongly 
and have done a big business on 
them. In fact, gray has been almost 
as good a seller with us as the light 
beige shades.” 

In connection with the beige tints 
of light tan in kid shoes, there is no 
doubt that the merchants are clean- 
ing up well on them. The more 
favorable weather cf the last week 
has brought in fresh business to the 
stores, and the light beige shades 
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Winkleman to Move 


Winkleman, who opened a women’s 
shoe shop about two years ago on 
West Forty-second Street, between 
Fifth and Sixth Avenues, will move 
on April 15, to Fifth Avenue, in the 
new Farmers Loan Trust Company 
Building, between Fortieth and 
Forty-first Streets. 


| CLEVELAND | 


Weather Retards Spring Sales 
The retail shoe trade here has 
been holding well ahead of last 
year. Prospects for 1926 











There is some difference of 
opinion concerning the value ii 
of the genuine reptils skins 
compared with the imita- 
tion, but both seem to be 
running in strong demand. 
Some stores, such as the I. 
Miller Fifth Avenue shop, 
are displaying nothing in 
the reptile leather but genu- 
ine skins. Other high class 
shops carry both the genu- 
ine and imitation with 
equal success, according to 
reports. One thing is cer- 
tain, however, that the rep- 
tile class of leathers has set 
a new fashion in footwear 
that may lead almost any- 
where. The trade is on the 
alert for something new in 
this line to be sprung at 
almost any time. 


Combinations Good beh forged es 


While many of the shoes 
are made entirely of reptile 
leathers, there are plenty of 
combinations to keep the 
vogue from growing com- 
monplace. Reptile leathers 
in colors, combined with kid 
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of the 

moment. Individually the 
hat, shoe and bag are 
smart — worn together 


are perfection in 
Freach chic. 


SAKS ~ FIFTH AVENUE 


are regarded by merchants 
as good. Dealers here look 
for good trade for those 
who are able to keep abreast 
of styles and models. It 
seems to be the opinion 
that women will continue to 
be attracted by pretty shoes. 

Black patent leathers are 
probably the best sellers at 
this date for women. Black 
gun metals are running tans 
a close race for popularity. 


Hinckley With Daniels 


Samuel Hinckley, who for 
nine years was the buyer 
for one of the leading shoe 
departments in a big St. 
Louis retail establishment, 
has become acclimated here, 
and he is prospering in his 


=) 


per apeeres position as manager of the 
om Daniels Shoe Co. in Pros- 


pect Avenue. He says that 
January and February busi- 
ness this year are in excess 
of the volume that was 
transacted in the corre- 
sponding period a year ago. 








of the same shade, is shown 
by a number of leading 
houses. Frank Brothers 
had an elaborate display of 
shoes of this type last week 
and other stores are showing and 
selling them freely. 


Light Kid Sells Well 


The reptile leather vogue has not 
cut into the business on light kid to 
any extent. Several shades of gray 
kid, from the light pearl gray to gun 
metal, are moving onto the feet of 
New York women rapidly. Some of 
the merchants who played light kid 
rather cautiously are now sending in 
rush orders for fresh stock. One 
house that has cleaned up big on 
gray kid and is still selling it in large 
quantities is Saks-Fifth Avenue. 
“T had a hunch, based on fashion re- 


the 


Saks-Fifth Avenue cleverl 


trimmed with the same material. 
Griess-Pfleger’s “baby leopard” was used 


“accessory ensemble”—shoes, hat and 


have had a strong call. Those mer- 
chants who were somewhat skeptical 
of this vogue at first are now con- 
vinced of its permanence for the 
spring season. Those with heavy. 
stocks of the light shades of tan 
shoes have nothing to fear at present. 


Wise Opening New Store 


Another link in the chain of Wise 
Shoe Company stores, operating in 
New York, Philadelphia, Newark 


and Baltimore, will be added April 
15, when the company opens a new 
store on Forty-second Street, in the 
location formerly occupied by the 
Rice & Hutchins Signet store. 


illustrates the idea of 


In this case, 


Forsythe Cuts 


3 Prices 
a 
4 One of the important de- 


velopments in Cleveland has 

been the decision of the 
Forsythe Shoe Co. to cut its prices 
for shoes to $4 and $5 models. 
The reduction to $4 has stirred 
Euclid Avenue shopping district 
as have few things in recent 
years. 

The avenue has been a district 
for years where conservative prices 
prevailed. The quality has always 
been above what is to be found in 
the stores on the side streets and in 
other sections of the city. 

The Travelers Shoe Co., another 
of the big stores in Euclid Ave- 
nue, also is selling shoes for $4 a 
pair. 
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HAS QUALITIES WHICH 
YOUR CUSTOMERS WILL VALUE 


The trained eyes of buyers see these qual- 
ities in many fine details, which com- 
bined, create appealing characteristics 
that men customers everywhere approve. 
In that is the reason for the slogan, 
“There’s pride in the wearing.” 


Better sole leather, better upper leather, 
better lasting, better fitting, better inner- 
soles, better linings, better many things 
make a better shoe — THE PECK 


SHOE. 


Stock Number 849. 


Barnet’s Mayflower. 


Circular Fox Oxford. 


Campus Last. Medium plump sole. Leather 
heel. Sizes—A, 8 to 10; B, 6 to 11; C, 6 to 


11, and D, 6 to 11. 


Price, $5.35. 


Stock Number 850. 
Duplicate of the above in black brogue. 
Price, $5.35. 


A card to us 
will bring the 
line to you 


Peck Shoe Co. 


Ask about 
our In Stock 
Department 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE SHOES 


New York Office 
859 Marbridge Building 


WORCESTER, MASS. 


Boston Office 
432 Rice Bldg., 10 High St. 








When writing to advertisers please mention Boot anp SHOE RECORDER 
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Shoe Factories Swinging Into 
Summer Styles 


Novelty Materials Strong 





LYNN 





Turning the Quarter 


Lynn is finishing up.the first 
quarter of the year, and is turning 
to the second. Production and 
sales this first quarter are satis- 
factory. The early spring and 
Easter run is usually the best of 
the year in the number of pairs and 
refinement of styles, and this has 
been especially so during the sea- 
son now closing. It may be ex- 
pected that the second quarter will 
show corresponding improvement. 


Consolidate the Gains 


Some Lynners would like to see 
a consolidation of gains that have 
been made in styles, to serve as a 
foundation for future style devel- 
opment. The beautiful colors and 
grains of leather, which were 
brought to a high state this sea- 
son, should be permanently secured 
to the trade as an element of style. 
Besides, pretty trimmings, : includ- 
ing the new fastenings as well as 
ornaments, overlays, inlays and ap- 
pliques, and pretty heels, are among 
the style gains that should be 
bonded for future security. 

Everybody in the trade should 
make an effort to safeguard pres- 
ent styles. That is what Lynners 
mean when they speak of consoli- 
dating the style gains that have 
been made. 


Summer Styles 


Easter styles are moving easily 
into summer styles. Colored kids 
are so good that many merchants 
cannot give them up, and so carry 
them along. Colored calf, in the 
tree grey shades, like birchwood, 
are correspondingly good, and 
whites, of course, are staple for 
summer. It looks as if the popular 
Lynn version is white with a touch 
o’ color. It seems as if every woman 
wishes a pair of shoes adorned 
with reptile grains. 

Final development of summer 
styles, as well as advance develop- 


ment of fall models, will come at 
the style conference in New York 
in April. Lynn will show its con- 
ception of fall styles at the Boston 
fair in July. 


Fancy Fastenings 


Fastenings loom up as a new and 
fascinating point in footwear fash- 
ions. Pretty ties are in good style. 
The novelty laces, with their orna- 
mental ends, adorn the foot, and 
open up some new thoughts in the 
fitting of footwear. 

The fancy lace opens the way for 
lattice fronts, ornamental eyelets, 
novelty lace stays and like devices 
for dolling up the fronts of shoes. 
It looks like one of the important 
fashion developments of the year. 


Some New Leather Patterns 


“Chicken calf’ is just a 
calfskin, with a fancy grain 
made by pressing a piece of 
fine mesh chicken wire on its 
surface. 

“Blonde kips” are only small 
cowhide, tanned and colored 
blonde, for summer shoes. 

“Patent snake” is simply an 
embossed snakeskin with a pa- 
tent finish. 

“Cinnamon cows,” when re- 
duced to ordinary terms, are 
cowhides tanned and colored 
cinnamon, to be used for slip- 





rs. 
“Sheik skin” is a mystery, 
so far. 


Powder Colors 


Some of the pigments, that are 
used in Peabody for coloring 
leathers, are ground so fine that a 
flapper might use them for powder- 
ing up the color on her cheeks, and 
nobody would be any the wiser. 


Dazzle Shoes 


Dazzle shoes, or “Dazzlers” for 
short, show dazzle lines of patent 
leather over white kid. The lines 
are like a flash of lightning, and 
the style is the sharpest crack yet. 


Perked Up Tongue 


New tongues on Lynn shoes perk 
up smartly on insteps, some in flar- 
ing lines and some in tiers. An 
exception is to be made for those 
that roll over, to make the “roll 
’em” style. 


Whites for Easter 


Some of the white shoes now be- 
ing made in Lynn shops will be 
worn on Easter, if winter hurries 
up and gives spring a chance to 
come along. 


Buys Donovan-Giles Stock 


Frank C. Stuart, Lynn leather 
merchant, has bought the merchan- 
dise of Donovan-Giles Co., Lynn, 
including the leather and the shoes. 
Donovan-Giles Co. are liquidating, 
after a career of 46 years. 


“Easter Bunnies” 


Woolweather, Inc., of Salem, 
brought out some “Easter bunnies” 
for children. These are slipper, of 
woolskin. They have the face of 
an Easter rabbit on the vamp, and 
two long rabbit-like ears spring up 
from the vamp. 


Leather and Wood 


Practically all of Lynn’s stylish 
shoes this season have soles of 
leather and heels of wood. The 
use of substitute for leather in bot- 
toms of Lynn shoes is at a new low 
point. This is due to the prevail- 
ing style, which requires that edges 
shall be thin and close, even almost 
invisible, while arches shall be 
high. 

French Corded Shoes 


French cording on shoes is re- 
quired by most every buyer of Lynn 
shoes. Thanks to the development 
of machinery for French cording, 
this demand is now satisfied with 
comparative ease. But it was not 
so very long ago when shoes were 
French corded by slow hand proc- 
ess, and orders for French corded 
shoes tied up the stitching rooms 
and threw the whole factory off 
its regular schedule. 
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Specialties for Children 


Widen, Lord Co., one of the big 
tanning firms of the North Shore, 
is getting out specialities in leather 
for children, such as colors and 
grains to go well with children’s 
sport clothes. ; 


$50,000 Fire 
Kelley’s kid leather tannery, 


Lynn, was damaged $50,000 by fire 
last week. 
Scotts in California 

The Scotts, Randall_E. and John 
E., former Lynn shoe manufactur- 
ers, are now with the California 
Seamless Shoe Co. of Long Beach, 
Cal. 





ST. LOUIS 








Business More Active 


Business in the wholesale and 
manufacturing field has picked up 
during the past ten days, accord- 
ing to figures handed out by some 
of the large houses. Optimistic re- 
ports as to the volume to be ex- 
pected for March indicate that 
gains will be made over those of a 
year ago. 

Colored kids in women’s shoes 
are the big sellers, of course. The 
in stock houses are having a large 
demand for this type of footwear 
and orders placed are for immedi- 
ate delivery. 

Comment is made as to the ex- 
ceptional growth in the men’s end 
of the business. One of the larg- 
est houses stated that their in- 
crease in the men’s business was 
nothing short of phenomenal. Light 
colored tans with soft tips are the 
best selling numbers in this field. 


Gordon Made Sales Manager 


J. E. Gordon, better known to his 
many friends in the retail shoe 
business as Joe, has been made 
salesmanager of the company he 
has heen associated with, Brauer 
Bros. Shoe Co. He has traveled 
for the company for several years 
and for the past fen years has han- 
dled the company’s business in In- 
diana and Michigan. Gordon an- 
nounces several cooperative selling 
plans worked out for merchants 
selling “Paradise Shoes” which 
will prove valuable when put into 
operation. 


Tarlton Succeeds : Martin 


J. J. Martin of the Central Shoe 
Company has announced his resig- 
nation as general manager. He has 
been in ilh health for some time 








BOOT AND SHOE RECORDER 





and his plans for the future are 
somewhat uncertain. 

Walter E. Tarlton, secretary of 
Brown Shoe Company, Inc., of 
which Central Shoe Company is.a 
subsidiary selling organization, 
will assume the duties of general 
manager of Central Shoe Company. 
He will retain his position of sec- 
retary as well with the Brown Shve 
Co., Ine. 

Tarlton has been connected with 
Brown Shoe Co. since a boy, start- 
ing in the manufacturing depart- 
ment, later transferred to the credit 
department, of which he has been in 
charge for a number of years. He 
was made a director of Brown Shoe 
Company, Inc., in 1917 and elected 
secretary of the company in 1922. 

Tarlton’s experience in the shoe 
business qualifies him for the im- 
portant duties he will assume in 
his new connection. He is an en- 
thusiastic believer in Robin Hood 
and Central Shoes and every indi- 
vidual in the Central Shoe Com- 
pany organization is imbued with 
his spirit of aggressiveness and 
ability, which undoubtedly will 
serve to make for greater growth 
of the company than it has in the 
past. 


Children’s Factory Busy 


“We have been very busy during 
the past few weeks, and the spring 
season is working out nicely,” de- 
clared Joe Miller, sales manager 
of the Wellauer-Noll Shoe Manu- 
facturing Co., manufacturers of 
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Twin Scout shoes for children, and 
shoes for boys and growing girls. 
“Our new lines of Our Gang shoes 
for boys and Lassies for girls are 
going over very well. In Lassies, 
the demand has centered especially 
around straps in light colors.” 


Temporary Shutdown 


The factory of the Davies Shoe 
Manufacturing Co., located at Hor- 
icon, Wis., has been shut down tem- 
porarily and a few of the machines 
have been shipped to the Racine 
plant. According to Henry Patter- 
son, manager of the Horicon 
branch, operations will be resumed 
about the middle of the summer. 


Wausau Holds Annual Meeting 


At the annual meeting of the 
stockholders of the Wausau Shoe 
Manufacturing Co., Wausau, Wis., 
the directors were re-elected and 
the same officers were selected at 
the directors’ meeting which fol- 
lowed. They are: S. J. Pentler, 
president and general manager; O. 


R. Short, vice-president; H. J. 
Hagge, secretary; C. H. Hooker, 
treasurer, and the officers, with 


Charles Dodge, W. E. Dodge, C. G. 
Krueger and Otto Muenchow, di- 
rectors. 


Build Addition 


Work is now under way for the 
construction of a one-story addi- 
tion to the Kozy Komfort Shoe Co. 
of this city, located at 1701 Rich- 
ards Street. The building occupied 
by the firm is one story in height, 
and an additional story is being 
added at a cost of approximately 
$11,000. With this enlarged floor 
space, the company plans to in- 





New store of N. J. Edwards at Goldsboro, N. C. 
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crease its production from 1200 to 
2000 pairs a day. The Kozy Com- 
fort Shoe Co. manufactures leather, 
wool skin and satin soft soled nov- 
elty slippers. 

“Our business is going along very 
nicely,” stated Gilbert B. Mueller, 
secretary of the company. “We now 
have eighteen distributors and 13 
men of our own selling our prod- 
ucts, so that we expect a very busy 
year. We have just added a com- 
plete line of satin slippers which 
are attracting much attention, and 
we expect to do very well with 
them.” 





BROCKTON 








Oppose Prison Made Shoes 


Brockton’s city government has 
endorsed opposition to the manu- 
facture of shoes in the Leaven- 
worth penitentiary factory for the 
army, navy and coast guard. Pres- 
ident John J. Whalen of the com- 
mon council, shoe salesman for the 
Royal Shoe Co. of Randolph, intro- 
duced a resolution which was unan- 
imously passed by both branches of 
the council and approved by Mayor 
Harold D. Bent. A copy was sent 


to Senators Butler and Gillett of 


Massachusetts and Congressman 
Frothingham, who represents the 
14th Congressional district, of 
which Brockton is a part. 


Light Weights for Winter 


Shoes of lighter weight for wear © 


with rubbers in winter are seen by 
a local manufacturer as worthy of 
serious consideration. Because of 
a number of reports which have 
reached the factory that shoes 
which had been made for summer 
wear of lighter materials had given 
comfort and satisfaction through- 
out the winter when worn with rub- 
bers, making the combination of 
lighter weight shoe and rubber 
about of the same weight as a 
winter shoe, this manufacturer is 
wondering if there isn’t an argu- 
ment therein which would be worth- 
while to present to the trade. 


Maj. Packard a Host 


Maj. Daniel W. Packard of the 
W. L. Douglas Shoe Co. was host 
to the Plymouth County Assessors’ 
Association Monday, March 22, 
when the members made a tour of 
inspection of the plant. They were 
also entertained at dinner in the 
factory cafeteria. 


Wales Now Daddy of Twins 
Burton L. Wales, advertising and 
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The Slipper Shoppe, 1009 Tenth 
Street, Modesto, Calif., opened for 
business in October of last year. 
This attractive shoe store has won 
its way into the regard of Modesto 
people and has a substantial follow- 
ing. Messrs. Saunders and Sutton, 
proprietors, are using excellent 


sales manager of the M. N. Arnold 
Shoe Co. of North Abington and 
prominent in the Old Colony Ad- 
vertising Club, is the father of 
twins born March 13. The new ar- 
rivals are a boy and a girl. 








CINCINNATI 














Breathing Spell for Factories 


A breathing spell has been en- 
joyed by the manufacturers in the 
Cincinnati district during the last 
week and a half. The rush upon 
the factories for the Easter season 
has somewhat subsided and the 
manufacturers now are clearing 
decks for the post-Easter and early 
summer business. 

Two factories last week con- 
ducted sales conventions for their 
men on the road. The Julian 
Kokenge and the Vollman Law- 
rence companies brought together 
their staffs of salesmen for a social 
gathering and to discuss the prob- 
lems of the road and the factory. 


New Styles Coming 


New styles are being prepared in 
all the factories to meet the femi- 
nine taste during the warm months. 
The trend toward greater trimming 
in women’s shoes is manifested in 
all factories. Heels trimmed in 
lizard and other reptile skins are 
being included in the new models 
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newspaper advertising on a “fre- 
quency” schedule. 

The snap shots shown herewith, 
give but a faint idea of the attrac- 
tiveness of the shop, its size and 
general appearance. The seats are 
wicker in gray and gilt; windows 
are of natural oak. 


which salesmen are taking out on 
the road for the new season cam- 
paign. 

Salesmen of the other concerns, 
besides the two already mentioned, 
are now on the road with new sam- 
ples or are due in for conferences 
during the week. 


Trade Healthy 


The trial balances of the manu- 
facturers for the first part of this 
year, In addition to showing a sat- 
isfactory profit, disclose evidence 
of the unusually healthy condition 
in which the market is at the pres- 
ent time. 

Harmony prevails to a very high 
degree. Labor troubles are vir- 
tually nil, there having been no 
disputes of any consequence to dis- 
turb the market during the last 
several months. Manufacturers 
are getting together in a more in- 
timate way socially, through the 
influence of the Shoe and Leather 
Club, which now conducts a month- 
ly meeting of manufacturers with 
one factory in charge of the pro- 
gram. The next of these special 
meetings will be in charge of a 
committee from the Julian Kokenge 
Shoe Company. 

Helmers Returns 

With the return of Frank Hel- 

mers, newly elected president of 


the Shoe and Leather Club, Cin- 
cinnati, affairs of the club have 
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taken on a very bright prospect for 
the future. He is taking such a 
great interest in the club’s work 
and is devoting himself so unsel- 
fishly to the club affairs, that it is 
easy to forecast that the club’s fu- 
ture will be an unusually bright 
one. It has been indicated that a 
campaign will be conducted in the 
near future to bring all the men in 
the trade into the club fold. 


Girl Fools Bandits 


The quick wit of Miss Alice Ful- 
ler, an employee of the Day Wood 
Heel Company, Wade and John 
Streets, last week saved a payroll 
of $2500. 

Miss Fuller had just completed 
the task of filling the pay envelopes 
when three men appeared. She 
sensed what they wanted. The 
money was in a shoe box, which 
she dropped under her desk and 
kicked out of sight. 

When the bandits demanded the 
payroll, Miss Fuller looked at a 
large handbag in the possession of 
another girl employee. The ban- 
dits, believing this to contain the 
payroll, seized it and fled. The bag 
contained $2.25. 





ROCHESTER 














Business Spotty 


There has been little activity in 
Rochester shoe stores since the 
first of March. Reports from down 
town and neighborhood shoe stores 
indicate that buying is spotty and 
scattered. Local merchants are 
looking forward to a good pre- 
Easter business and if they are fa- 
vored with a few days of favorable 
weather during the next two weeks, 
should enjoy a record volume of 
business. 

Business conditions in Roches- 
ter are good. The Eastman Kodak 
Company has picked up materially 
and the other large industries of 
the city are enjoying a good run 
of business, so local merchants are 
confident that real spring weather 
is all that is needed to bring a real 
volume of Easter business. 


Lester Reed Wins Golf Tournament 


Lester Reed, secretary of E. P. 
Reed & Company, who recently re- 
turned from a short vacation in the 
South, is proudly displaying a “lit- 
tle tin cup” which he won in the 
Tombstone Golf Tournament held 
March 10 at the Asheville Country 
Club against a field of between 40 
and 50. 
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Report Big Gain 


“Matrix Impressions,” the month- 
ly house organ published by E. P. 
Reed & Co., makers of Matrix shoes 
for women, reports an increase in 
sales for February, 1926, over Feb- 
ruary, 1925, of 426 per cent. 

Service, which has always been 
the watchword of E. P. Reed & Co., 
is well described in the March is- 
sue of “Matrix Impressions.” 

An order for 568 pairs of Matrix 
shoes was received from a mid- 
western customer on Tuesday at 
4.30 p.m. At 10.30 a.m. the follow- 
ing day 561 pairs were delivered 
to the express office and sent on 
their way to the customer. The 
shoes reached the customer and 
were in stock ready to sell the fol- 
lowing day. 


Feature Colored Linen 


The Utz & Dunn Company is fea- 
turing five new patterns in colored 
linen which, it is believed, will be 
very popular for late spring and 
early summer business. 

In a recent advertisement mailed 
to customers the company featured 
three strap styles and two pump 
patterns which they are prepared 
to make and ship within three 
weeks. The colors are natural, 
corn, blue, pink, lavender, green 
and terra cotta. 


R. A. T. S. S. Propose Constitution 
Revision 


At a meeting of the Rochester 
Association of Traveling Shoe 
Salesmen, held at the Chamber of 
Commerce on March 6, a motion 
was passed providing that member- 
ship in the Rochester Association 
of Traveling Shoe Salesmen be 
opened to men who are traveling 
salesmen for leather, lasts, find- 
ings, an other products allied with 
the shoe manufacturing industry. 

A special meeting has been 
called by President A. J. McLeod 
for Saturday, March 27, when the 
revision of the constitution neces- 
sary to allow this membership 
change will be voted upon. 


| HAVERHILL | 


Summer Fancies 


Haverhill is moving into the cy- 
cle of styles of the summer season, 
with plenty of good cheer, for or- 
ders are in fair volume and styles 
of the Haverhill sort are in full 
sway. Traditionally do women, who 
are particular about their apparel, 
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favor the Haverhill type of shoe 
for summer wear, particularly the 
turn, light of line and gay of color, 
and lithe of bottom to protect the 
foot without provoking the least 
heat or restraint. The Haverhili 
turn, bear in mind, had its origin 
in the warm lands of the world, and 
it still retains characteristics 
which make it the ideal form of 
footwear for hot summer weather. 
“It is well, indeed, excellent,” 
says a Haverhill shoe man, “to 
have a Summerweight Shoe Day on 
May 15; but -let us follow it up 
with a Cool Shoe Day on June 15, 
and make it cool and sparkling like 
the famous ginger ale with an ar- 
ray of light and dainty styles.” 


Styles Moving 


Haverhill styles are going at a 
sort of a free and easy pace, as be- 
comes the summer season. Many are 
the colors, and varied are the lines 
of lasts and patterns, and it is the 
buyers’ privilege to choose amongst 
them. Perhaps the style conference, 
soon to be held in New York, will 
prepare a program of style devel- 
opment for the last half of the 
year; but for the present the go as 
you please pace prevails in Haver- 
hill. 


Course of Colors 


Haverhill keeps on with colors, 
carrying spring colors into sum- 
mer lines; and may carry some into 
fall patterns. Colors are refined, 
as tanners gain experience in han- 
dling them, and it is equally true 
that shoe makers produce finer 
color effects as they become accus- 
tomed to handling them. 


Whites With Color 


Whites, which are coming along 
fairly well for summer, are touched 
up with just a bit of color, a touch 
of blue, black, silver, grey, green 
or reptile, to relieve the plainness 
of the white, as well as to empha- 
size the whiteness of the white, as, 
for instance, a green pine arising 
in a bank of snow makes the snow 
look whiter still. 


Shoes and Bags to Match 


Some Haverhill shoes are made 
to match shopping bags. Uppers 
of shoes are of colored kid and bags 
are of the same material. Uppers 
of shoes are trimmed with reptile 
applique, overlays or inlays, and 
the trimmings on the bags are of 
similar designs and _ materials. 
Even do the metal trimmings on 
the shoes, when used, correspond to 
the metal trimmings on the shop- 
ping bags. 
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ATLANTA Ij 


Shoe Business Good 


The monthly report of the Fed- 
eral Reserve Bank of Atlanta, cov- 
ering conditions in the southeast- 
ern territory during January, was 
issued in March, showing a gain in 
wholesale shoe business of nearly 
20 per cent over the January of 
1925, with reports of the jobbers in 
a most optimistic vein as regarded 
the outlook for the first quarter of 
the year. It was, in fact, one of 
the best Januarys in the past five 
or six years from a jobbing stand- 
point. Though figures for Febru- 
ary are not yet available, jobbers 
state when they are compiled they 
will also show a substantial gain 
during that month over the Feb- 
ruary of 1925, and that indications 
promise another good gain in 
March over last year. An average 
gain of 10 to 12 per cent is looked 
for, in fact, during the first quar- 
ter of 1926 over the same three 
months of 1925, according to the 
jobbers in Atlanta. 


Record Children’s Trade 


The volume of juvenile shoe busi- 
ness in the Atlanta stores this year 
has reached a point that would 
seem to indicate the first half of 
the year will establish a record in 
this respect, nearly all of the larger 
dealers in the city reporting that 
their juvenile sales from the first 
of the year up to the middle of 
March were not only greater than 
last year by a comfortable margin, 
but surpassed all previous records 
for this period. The gain in busi- 
ness for January and February in 
the Atlanta stores is variously esti- 
mated by the managers of the ju- 
venile departments at from 8 to as 
high as 15 per cent over last sea- 
son, the average gain apparently 
about 10 per cent over 1925, which 
means about 12 to 15 per cent bet- 
ter than normal for business last 
year was somewhat better than 
usual the early part of the season. 


Colored Kids Lead 


Buyers in the women’s depart- 
ments of the various Atlanta shoe 
stores advise that the leading lines 
of colored glazed kid this season 
are sauterne, ivory, parchment and 
gray, with fancy straps the prefer- 
red style, pumps second in order, 
and some tie effects also in demand. 
At present pumps represent about 
one-third of the demand between 
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SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 
CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 
Boston Office, 10 High St., Room 304 
New York Office—Marbridge Bldg. 














BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Boston Cin whiny | a Street 















HAND TAILORED 
HAND LASTED 


BION F- REYNOLDS Cow, 


BROCKTON, MASS. 








STOCK DEPT.5 


SNAPPY SNAPPY 

ACTION! STYLES! 
“They've Cot to Be Stetson 

to Be Snappy” 


THE STETSON SHOE CO., Ine. 
Seuth Weymeath, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 

















“WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S nity ctganeal 


ite for Agency 
Dr A Posner, SHOES, inc. '*° west Bone ty A Lae eal 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 
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Swan Shoe Co., Baltimore, Md. 








PARISTYLE FOOTWEAR MFG. co. ine. 


41-45 W; on Ave., Brook, 
Chicage Bidg., 189 W. 


HIGH GRADE MULES and D'ORSAYS 
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BEST-EVER 
Seft-Sele Leather 

Boudoirs and Novelty 
Kimono | dals 


Write for Prices 








BEST-EVER SILPPER CO., Inc., BROOKLYN, N. Y. 














DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 











Send for eet 
price list of profitab 

Comfort styles carried .* 
H. K. Gardiner Co., ‘Pittsfield, N. H. 























EMIL RUBLACK 

Price and Sale Tickets 

Samples Mailed Free on 
Request - 





140-142 ae vane 





Me. 250, $2.50 per 100 Established 1903 
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- pumps and fancy straps, the latter 


about two-thirds, and it is believed 
by most of the Atlanta buyers that 
this tendency will continue through 
the spring season, though some 
think pumps may pick up a little. 
There is also expected to be a 
slightly better demand for tie ef- 
fects. 


Expect Big White Season 


Practically all of the dealers in 
Atlanta seem to be agreed that the 
white season will be one of the 
largest they have ever enjoyed, and 
they have, therefore, purchased 
much larger stocks of white shoes 
this year than usual. There has 
already been some demand for 
white goods, most of the dealers re- 
porting a number of sales the past 
two weeks which would indicate 
that the season may open this year 
earlier than usual, as ordinarily 
there is no demand for white goods 
to speak of here before mid-April 
at the earliest. 


Convention Plans Progress 


At a second meeting of the At- 
lanta shoe dealers held in mid- 
March further plans were made for 
the annual convention of the South- 
eastern Shoe Retailers’ Association, 
which is to be held in Atlanta on 
Monday, Tuesday and Wednesday, 
April 12 to 14, at the Ansley Hotel, 
nearly a hundred representative 
shoe men of Atlanta attending the 
meeting, including dealers and 
salesmen for the various Atlanta 
wholesalers. 

Several of the committees ap- 
pointed about a month ago made 
their initial reports, that of the 
committee on hotels and reserva- 
tions, headed by Frank Stevens, 
treasurer of the association, indi- 
cating that insofar as attendance 
is concerned the convention prob- 
ably will establish a new record for 
the association. Reservations have 
so far been received from salesmen 
representing nearly every impor- 
tant shoe line in the country, and 
from a number of the officials of 
northern and eastern manufactur- 
ers and wholesalers. Indications 
are, in fact, that the attendance 
will reach very close to 500. 

An interesting style show is to 
be held this year that will be dif- 
ferent from any previous style 
show, definite announcement of 
which will be made at a later date, 
plans having not as yet been fully 
completed. Every important shoe 
house in the country will have a 
display at the show, judging from 
reservations so far. 
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More dependable than wines leather for 
Me sae ane _ Innersoles. 
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F. E. JONES Co. 
FANCY COLORS 


MAT KID 


86 SOUTH STREET BOSTON, MASS. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St, Beston, Mass 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 
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shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN CO. 


50 MAIN ST., BROCKTON, MASS. 






































































































IN STOCK 
BLACK BALLET episod 
uo 20 | pr 
Misses’ 
$1.20 pr 


Childs’ 
$115 pr 





BLOG SHOE CO., INC. 
147 Duane St., New York. NY. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 


Style B102 _ wom 
Kid, Soft 






Child’s, 6 te yyy 35 


1.40 
‘eomen’s, iy Ae te 8—1.45 


sOuWARTs 4 HERDER, Ine. 
‘acture 
241 ge 11th Street - Philadelphia, Pa. 

















America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 


Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 











LEON WEIC” 


LOUIS J. COBLENTZ, Mgr. 
Marbridge’ Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 











‘No matter what policy you may 
‘pursue in selling to the shoe 
trade, nevertheless, you need the 
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Parchment Leads 


The parchment shade pump is 
the attraction above all others in 
the eye of the well-dressed Minne- 
apolis woman just now. It is here 
in kid and satin, with the satin tak- 
ing on an especial point of lure in 
the touch of gold in the small bow. 
Almost rating as highly as the new 
parchment shade is the wide range 
of blonds, from light to dark 
beige,—a note of colorfulness be- 
ing lent in the contrasting leath- 
ers in the heels, such as rosewood, 
sauterne and the reptile leathers. 
The heels are spike, the vamps 
rather long and of a narrow ten- 
dency. The reptile leathers them- 
selves are just beginning to register 
with Minneapolis women, though 
they have been shown for some 
time. Shops are showing several 
numbers in all-reptile leathers with 
contrasts afforded by wing tips or 
heels in plain leather. 


Strap and Strip Pumps 


The strap and strip pump stand 
about 50-50 in favor just now. 
Many strips are fitted with buckles 
of cut steel or of composition black 
and white for the patents and black 
satins. The blond shades are ap- 
pearing with either large or small 
buckles in darker shades of brown 
or gold. Light gray range of kids 
are coming in to meet the demand 
for matching the light gray spring 
dresses and suits. They are fitted 
with silver buckles. Whites are 
being shown in both dress pumps 
and sport oxfords. High spike heel 
dress oxfords are shown in all the 
leading shops, mostly in combina- 
tion leathers, for instance, two 
shades of blond, two shades of 
gray or reptile and plain leathers. 

The automobile show won in the 
debate with separate shoe week. 
The Northwestern Retail Shoe 
Dealers’ Association directors have 
decided to hold their 1927 conven- 
tion the same week as the automo- 
bile show, which also happens al- 
ways to be simultaneous with Trade 
Week. Three Minneapolis shoe- 
men, George Roth, Charles Kil- 
bourne and Otto Schuler and D. D. 
Bryson of St. Paul, have been 
named as the convention commit- 
tee by Fred A. Hohlt, president of 
the association, to start making ar- 
rangements for a three-day con- 
vention and style show that week. 
The great Ryan Hotel, St. Paul, 
thinks so well of the proposi- 
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tion that it already is negotiating 
with the shoe men to turn itself 
over to them that week. As in the 
recent convention in Minneapolis 
the sample displays will be in the 
rooms instead of in booths. The 
automobile show, a joint Twin City 
affair, always brings in its tens of 
thousands. Trade Week, instituted 
by manufacturers and jobbers, was 
able to register a good many of 
these tens of thousands—practical- 
ly all the retailers who came in— 
in the concurrent period. Shoe 
men are convinced that it is better 
to hold their convention that same 
week, not only to add to the attrac- 
tions of the period, but also to 
lessen the necessity of bringing 
back to the cities hundreds of mer- 
chants who want to take in the 
three affairs. Jobbers and manu- 
facturers in the shoe line strongly 
urged the plan. 


Balcony Store 


The first balcony shoe store ever 
opened in the Twin Cities is that 
which has just been started by Day- 
tons in their big Minneapolis de- 
partment store. The balcony is di- 
rectly over and back of the regular 
first floor shoe department and is 
under the direction of N. S. Nichol- 
son, manager of the regular depart- 
ment. The balcony store sells a one- 
price line, namely $6.50, and is de- 
signed to meet the demand for foot- 
wear between the higher-priced 
first floor stock and that in the 
downstairs store. The shop is 
neatly fitted out on lines of novel 
architecture. It is done in gray 
with arches leading to the con- 
cealed stock rooms. 


Charles H. Conway Is Dead 


BostoN—Charles H. Conway, for- 
merly a member of the leather firm 
of Leviseur, Conway Co., is dead. 
He passed away, after an illness of 
several months, at his home in 
Lynn on March 16. He was 64 
years of age. For 35 years he was 
a familiar figure in the shoe and 
leather district here. He retired 
from business in 1921. He was a 
member of the Oxford Club of 
Lynn, the Algonquin Club, the Te- 
desco Country Club, the Corinthian 
Yacht Club, a director of the Cen- 
tral National Bank of Lynn, and a 
member of Mt. Carmel lodge of 
Masons. 

He is survived by his widow, a 
son, Charles E. Conway of Swamp- 
scott, and a daughter, Mrs. Clarence 
M. Schultz of Norfolk, Va. 
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The Recorder’s Service experts have just completed the details for one of the most efficient and 
simple methods of Stock Record keeping ever developed. 


This new book will enable any merchant to keep accurate records of his stock at all times. Rec- 
ords that will make it possible for you to buy and sell better. 


The book will be printed on a cooperative basis in order that we may be able to keep the cost as 
low as possible. In order to make the $4.00 price the first printing must be for not less than 400 
books. 


Check for $4.00 must accompany the order for the book and you have the Recorder’s assurance that 
should the necessary minimum not be reached within the next sixty days that your original check 
will be returned to you. 


Order today. The book is a loose leaf book with a fine board cover and will contain a sufficient 
supply of sheets for the average store and a supply of inventory pads. 


DELIVERY JUNE Ist 1926 


Boot and Shoe Recorder = ““brparrmenr” 


189 West Madison St. Room 607 CHICAGO, ILLINOIS 
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Spending-est People on Earth 


of over 135,000 at the last count. 

Over the front door of the Lyons’ 
Shoe Store is a large framed picture 
that attracts the attention of every- 
one who passes out of the store. A 
calm, watchful lion, lying down. 
That is the only lion that Lyons per- 
mits, all other forms of lyin’ being 
ruled out. 

“We all have certain ideals of 
what constitutes service to our cus- 
tomers,” remarked E. B. Sterne of 
the Walk-Over store to me in Tulsa, 
Okla. “My idea is the doing of the 
little things, the out of ordinary 
things, that customers appreciate, as 
well as the larger self-evident ones. 
It really seems that the little ser- 
vices remain in a customer’s mind 
longer, making a deeper impression, 
than those that everyone does, so 
are simply taken for granted. Just 
treating the trade nice, inviting 
them to come back is not giving 
them service. To make a _ store 
stand out in a community it is 
necessary for the sales organization 
to put themselves out of the way to 
help and to put more of the human 


Contest Speeds Up Slipper 
Sales 


All the boys in the Beacon Shoe 
Store, San Antonio, are sporting 
new gold cuff buttons and broad 
smiles. The reason 
store won first prize in the ‘House 
Slipper Contest” of the Beacon 
Chain. Manager W. H. Evans re- 
quired that every man show house 
slippers to every customer that en- 
tered the store, regardless of what 
they came in to buy, then weekly 
pep meetings kept the boys en- 
thused. Plenty of slippers were 
shown in the store, while the show 
windows just shouted them. This 
store is fortunate in having a pro- 
jecting window that goes well into 
the street, and this was used to 
feature the slippers. The biggest 
seller was a sheep skin, natural wool 
lined affair that was displayed with 
a card telling folks to “Walk in 
Wool.” This caught the public’s 
fancy, for San Antonio residents 
were sending them as far away as 
England and Greenland. 


is that this 


[CONTINUED FROM PAGE 34] 


element into the waiting of trade, 
than the ordinary store presumes to 
give. 

“The usual store or salesman does 
not feel good, when on a busy day, 
a woman with some other make of 
shoes asks to have a button set over. 
Doing this in a truly cheerful way 
makes friends. Getting under the 
customers’ skin, by finding out their 
interests, tends to break down buy- 
ing barriers. Good-will is worth 
far more than quick profits, so the 
idea is not to try to get every possi- 
ble nickel at once, but to consider 
and conserve the interests of one’s 
clients. 

“When this store was started in 
1913, our advertising stressed qual- 
ity and service. Well meaning 
friends advised us that it would take 
a long time to build up a paying 
business with that type of appeal. 
These friends are wrong, as the suc- 
cess of this store has proved them 
to be. People will trade in the 
stores where they have confidence, 
whether the times be bad or good, 
consequently the establishments of 


W. H. Evans. Also his daughter. 

Mr. Evans manages the Beacon 

Shoe Store in San Antonio, Tex., 

which won a recent slipper selling 
contest 


good repute invariably enjoy a good 
steady business, at least we have 
found it to be true.” 

The remarkable activity in Seid- 
enback’s of Tulsa, was explained to 
me by R. L. Reed, the manager, as 
if doing a good business needed ex- 
plaining. “We are running three 
advertisements a week and are 
changing the windows to correspond 
with the copy. To illustrate, Sun- 
day an institutional ad comes out, 
one cut with some good strong read- 
ing, the window shows a general 
array of shoes. Wednesday we will 
take some one strong shoe and play 
that big in both the papers and win- 
dow. Friday will see a variety of 
style shoes with prices and cuts to 
attract the Saturday shoppers who 
are looking for something pretty. 
You may be sure that they will find 
plenty of these same kind of shoes 
right up front in the windows. A 
block at the bottom of the ad always 
tells our hosiery story.” 

I am out where men are men “and 
shoe selling is a pleasure,” so look 
for more stories on “how they do it.” 


John S. Gray Dead 


SYRACUSE, N. Y.—John S. Gray, 
president and treasurer of John S. 
Gray, Inc., shoe manufacturers, died 
at his home here March 21, after an 
illness of several months. 

Mr, Gray was born into the shoe 


business. He was but a year old 
when his father, H. H. Gray, and 
his uncle, John D. Gray, established 
the firm of Gray Brothers in 1865. 
In 1881 the business name was 
changed to H. H. Gray and Son, and 
later to John S. Gray, Inc. 

Outside of business Mr. Gray was 
well known as a hunter and fisher- 
man and took a keen interest in 
other sports. 

He is survived by his widow, two 
sons, two daughters and a sister. 
The sons are John Harrison Gray 
and Robert Topliff Gray. The 
daughters are Miss Kate Ellena 
Gray and Mrs. Frances Gray Jenney. 
The sister is Mrs. Charles F. Ayling. 
All live in Syracuse except Mrs. 
Jenney, who resides at Chestnut 
Hill, Mass. 
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CHANGES IN BUSINESS 








CANAAN, CONN. — Benton & 
Wright, shoes, succeeded by Wright 
& Roger. 

SOUTH 
Henry Flum (149 Hendrix Avenue), 


JACKSONVILLE, FLA.— 


shoes and repairing, removed to 
1128 West Adams Street, Jackson- 
ville, Fla. 

CuHicaGco, ILL.—H. B. Bootery 
(Harry Brandwein, Propr.) (3264 
North Clark Street), shoes, suc- 
ceeded by Louis Shaffer. 

Jake Zitriick (1747 West Forty- 
seventh Street), shoes, etc., reported 
removed to 16 West Forty-seventh 
Street. 

WASHINGTON, IowA—Frank L. 
Wilson, shoes, reported sold out to 
Corbin & Barrett. 

INDIANAPOLIS, IND.—Indiana 
Health Shoe Co., shoes, etc., in- 
corporated with authorized capital 
of $10,000. 

AUBURN, MAINE—Herman Moran 
Co., shoe manufacturers, recently 
commenced business here. 

LEWISTON, MAINE—Morphy-Cross- 
man Co., women’s shoe manufac- 
turers,- reported succeeded by 
Holmes Terhune Crossman, Inc. 

PORTLAND, MAINE—Dover Shoe 
Co., shoes, incorporated with author- 
ized capital of $200,000. 

BosToN—Samuel J. Katz & Co., 
wholesale shoes, Nathan Katz re- 
tires. 

LYNN, Mass.—Fox Leather Co., 
leather, recently incorporated. 

Otis Shoe Co., shoe manufac- 
turers, incorporated with authorized 
capital of $60,000. 

DETROIT, MicH.—Halperin Bros. 
(2725-31 Hastings Street), shoes, 
etc., succeeded by Herman J. Hal- 
perin. 

Saginaw Arch Preserver Shoe 
Shop, shoes, incorporated with au- 
thorized capital of $10,000. 

HARBOR BEACH, MICH.—Leszy- 
zynski & Co., shoes, etc., reported 
sold out. 

HARRISONVILLE, Mo.—M. E. Hal- 
comb, shoes, etc., succeeded by Hal- 
comb Craig Clothing Co. 

St. Louis, Mo—Harry Hyman, 
Inc. (509-11 Washington Avenue), 
shoes, sold out to Glass & Steinback. 

CALDWELL, N. J.—Harry Rosen- 
berg, shoes, etc., succeeded by 
Adolph Owitter. 

BROOKLYN, N. Y.—Coppinger & 
Biggs Corp., shoes, etc., recently in- 
corporated. 

Levy & Lesser Poe Co., shoes, in- 


corporated with authorized capital 
of $20,000. 


Progressive Wood Heel Corp., 
manufacturers, reported increased 
capital stock from $25,000 to 
$50,000. 


Leo Streich (3211 Church Ave- 
nue), shoes, reported sold out. 

NEWARK, N. J.—Annie Monkarsh 
(Mrs.) (113 Ferry Street), shoes, 
reported selling or sold out. 

ROCHESTER, N. Y.—Michael Al- 
tier, shoes and repairing, succeeded 
by The Altiers. 

ASHLAND, OHIO—Ridgley & Wol- 
ford, ‘shoes, etc., dissolved partner- 
ship—succeeded by Fred W. Wol- 
ford. 


BUTLER, PA.—Morris Koschik Co., 
shoes, succeeded by Walter A. 
Morris. 

PHILADELPHIA, PA.—Liever & 


Potter, wholesale and retail shoes, 
succeeded by Samuel J. Katz Co. 

Colton Meunies & Radoff (117-21 
North Fifth Street), shoe manu- 
facturers, Michael Meunies retires. 

PITTSBURGH, PA.—E. L. Braun- 
stein & Co., shoes, etc., incorporated 
with authorized capital of $200,000. 

SPEARFISH, .S. D.—C. E. Ander- 
son, shoes, etc., reported selling or 
sold out. 

SAN ANTONIO, TEX.—San Antonio 
Shoe Co., wholesale and retail shoes, 
changed name to Katz-Moser Corp. 

MILWAUKEE, WIs.—Hiken & Ber- 
lin (21 Thirty-fifth Street), shoes, 
dissolved partnership—succeeded by 
Leo Berlin. 

Ed A. Luedke Shoe Co., Inc., shoe 
manufacturers, reported liquidating. 

SHELL” LAKE, Wis.—A. Feit & 
Son, shoes and repairing, succeeded 
by Charles Feit. 

NEw YorK City—E. B. & L. Gel- 
ler (805 Eighth Avenue), shoes, dis- 
solved partnership—succeeded by 
Edward B. Geller. 

Hahn Bruno (Mrs.) (2649 Eighth 
Avenue), shoes, reported sold out. 

Mayer & Trager, shoes, etc., re- 
cently incorporated. 

Louis Palazzola (1305 Wilkins 
Avenue), shoes, reported selling or 
sold out. 

Bernie’s Bootery, shoes, incorpo- 


rated with authorized capital of 
$15,000. 

Jackson Shoe Mfg. Corp., shoe 
manufacturers, incorporated with 


authorized capital of $25,000. 

Strauss Galwey Co., shoes, etc., 
incorporated with authorized capi- 
tal of $3,000. 


Business Reverses 


STOCKTON, CAL.—Meyer Shoe Co. 
(Fred W. Meyer, Propr.) (Care of 
Levy Bros.), shoes, reported peti- 
tioned into bankruptcy. 

WEsT PoINT, GA.—Nathan Stark, 
shoes, etc., reported petitioned into 
bankruptcy. 

CHICAGO, ILL.—Ella Cohen (Mrs. 
Oliver) (3002 South State Street) 
(“20th Century Bootery’”’), shoes, 
reported meeting of creditors was 
scheduled for March 18 last. 

Chicago Leather Products Co. 
(516 West Jackson Boulevard), 
manufacturers, reported petitioned 
into bankruptcy. 

LITCHFIELD, ILL.—S. H. Stansifer 
(“Stansifer Shoe Co.’’), shoes, re- 
ported meeting of creditors was 
scheduled for March 19 last. 

HAMMOND, IND.—Robert Gordon 
& Son, shoes, etc., reported peti- 
tioned into bankruptcy. Reported 
receiver appointed. 

DUBUQUE, IowA—Somers Shoe Co. 
(530 Main Street), shoes, reported 
assigned. 

A. Zuckerman (190 Main Street), 
shoes, etc., reported assigned. 

MOLINE, ILL.—Canter Bros. (Can- 
ter Bros. Boot Shop) (1604 Fifth 
Avenue), shoes, reported petitioned 
into bankruptcy. 

SPRINGFIELD, Mass. — Abraham 
Steinberg, shoes, etc., reported as- 


signed. 

BostoN—Hyman Alpert (Alpert’s 
Shoe Shop) (60 Cross Street), 
shoes, reported petitioned into bank- 
ruptcy. 


Ranno-Speirs Co., shoe findings, 
etc., reported assigned. Reported 
offering to compromise at 50 per 
cent cash. 

WINONA, Muiss.—William Ward 
Co., shoes, etc., reported offering to 
compromise at 33 1/3 per cent cash. 

East ORANGE, N. J.—Trent Shoe 
Corp., shoe manufacturers, reported 
receiver appointed. 

CLovis, N. M.—E. A. Story (Cash 
Shoe Store), shoes, etc., reported of- 
fering to compromise at 10 per cent. 

Corona, N. Y.—Leonardo Ger- 
bosi, shoes and repairing, reported 
meeting of creditors scheduled. 

DUNKIRK, N. Y.—Penkaty & Pav- 
lak (Rochester Shoe Store), shoes 
and repairing, reported petitioned 
into bankruptcy. 

New YorK City—Joseph Finkel- 
stein -(1388 Orchard Street), shoes, 
reported meeting of creditors sched- 
uled. 

CLEVELAND, OH10—Anderson, Inc. 
(2236 Euclid Avenue), shoes, re- 
ported meeting of creditors sched- 
uled. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITION OR LINE WANTED—Four cents per word for each 
insertion. Minimum amount accepted, seventy-five cents. For 
other ‘‘Want’’ advertisements, seven cents per word for each 
Minimum amount accepted. 

Ads under these headings will be received at the Boston office of the 


Recorder rates for space less than one-eighth 


page per issue: 


Space 1 time 
1 in......$5.00 


2 in......10.00 
8 in......15.00 
4in......20.00 
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$3.50 
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10.50 
14.00 


7 times 
$4.00 
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16.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Copy must be received at the Boot and Shoe Recorder, 207 South St., Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
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letter postage. 


of this office, twelve words must be allowed in each advertisement 
for address. When advertisers desire replies forwarded direct to 
their address, each word of the address must be counted in 

advertisement and paid for accordingly. 
ased allow 45 words to inch. 


When display space is 
Answers to ads must be sent under 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











We have several excellent oppor- 
tunities for established salesmen 
in territories outside of New Eng- 
land and New York. 


Popular Price line of Men’s and 
Boys’ Work and Dress shoes in 
stock. 


For quick action, give full par- 
ticulars and references in first 
letter. 


Goodwill Shoe Company 
Holliston, Mass. 








SALESMEN WANTED 


To sell strong line Women’s me- 
dium priced novelty shoes, carried 
in stock. Liberal commission 
basis. Excellent opportunity for 
right men. States wanted covered 
are Alabama, Arizona, Colorado, 
Idaho, Minnesota, Montana, Ne- 
braska, Nevada, No. Dakota, So. 
Dakota, W. Virginia. 


Write Box C-36, Boot and Shoe 
Recorder Publishing Co., 207 South 
Street, Boston, Mass. 








EFFICIENT HIGH 
TYPE SALESMEN 


Volume salesmen can find excellent con- 
nection with strong line of high grade 
boys’ and children’s fine welts. Terri- 
tories open: Middle West, Far West, 
Coast, South Atlantic and New England. 
Applications wanted men who have 
been selling jobbers, department stores, 
chain stores, and big lot buyers. Give 
full details in first letter which we will 
treat confidentially, Address 

care Boot and Shoe Recorder, 
239 W. 38th St., New York. 


REAL OPPORTUNITY 


For experienced men, to sell 
regular prices. 


mission basis. 


factory line of women’s novelty 
B width made up—C and D widths in stock. 
Write fully in first letter. 


Recorder, 207 South St., Boston, Mass. 


McKays at 
Straight com- 
Address C-47, care Boot and Shoe 





WANT SALESMEN 


Can you sell a line of Men’s Genu- 
ine Calf Skin shoes with 9 and 10 
iron Bend Soles for $3.50 less 5% 
discount? The greatest values in 
Young Men’s Snappy shoes in the 
Worl Stock carried on _ floor. 
Don’t | apply Ye ou have an 
established trade. Sold on straight 
Commission basis 6%. 


COBLE SHOE COMPANY, 
HUMBOLDT, TENN. 











SALESMEN WANTED to carry our well 
known line of Infants’ Soft Sole Shoes and 
Mocassins and Infants’ and Children’s Turns 
and Stitchdowns in 1/5—4/8—8 %4/11—11%4/2 
in connection with present line. Desirable terri- 
tory open in New England and Middle West- 
ern States. Pay _ rate of commission. Ap- 
plications considered only from men with estab- 
lished trade and record as producers. Give full 
articulars and references in first letter. J. J. 
acMaster, Rochester, N. Y. 





SIDE line salesman to ,carry top notch line of 
children’s and misses’ popular priced Stitch- 
bp This is a line in a class by itself and 
roven merit. Several good territories open. 
nly men of proven ability and experience need 
p- & Address C-29, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. . 





SALESMEN to sell side line all leather 
ble turns 1/5 and stitchdowns 2/11; —— 
priced oy —_ in stock. " ‘full a a 


ticulars. commission. 
Con 420 $. Paul | Roches oN N. 
SALESMAN to sell popular-priced line of 
Turn Boudoirs (Leather soles) in colored 
kid and quilted satins. Also Soft and Hard 
Toe Ballets. In 5 a Sellers—profit- 
we side-line. John E. McNamara, Haverhill, 
ass. 





SUCCESSFUL WORK SHOE 
SALESMEN 
Milwaukee work and dress shoes, 
Have good proposition for big cali- 
ber salesmen. Write giving full 

record, also references. 


STEVEN STRONG SHOE CO. 
Milwaukee, is. 








Pittsburgh and Ohio. 

lars and send references in first letter. 
Address C-6, care Boot and Shee 
Recorder, 207 Seuth St., Boston, 


Mass. 
———S—SS— 


ALESMAN WANTED — Covering middle 

west or southern territory to handle high- 
grade line of ladies’ shoe ornaments for the 
retail and department store as a side line on 
strictly commission basis. State territory and 
reference. Philadelphia Shoe Novelty Co., 
1210 N. 7th St., Philadelphia, Pennsylvania. 














EXPERIENCED shoe salesmen to sell a live 
line of Women’s Novelty McKay and Women’s 
and Children’s Goodyear Welts. A $4.00 retail 
proposition. ae 6%. commission. No 
drawing account he ag is a business getter. 
Territories open—No. 

ginia, Maryland; No. 2, 


Virginia, West Vir- 
_ ersey, Delaware; 
No. 3, Kentucky and "Tennessee; No. 4, Chi- 


cago, Wisconsin; No. 5, New York State; No. 
6, Pennsylvania; No. 7 , Cleveland and Michigan. 
Tell us about ~ Rent” in first letter and if you 
want a money maker write. Address C-43, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Salesman to call on Stitchdown 

Jobbers and large retail trade for Pacific 
Coast. Must be first class and experienced 
man. Jefferson Shoe Mfg. Co. Inc., 255 
Classon Ave., Brooklyn, N. Y. 














Milwaukee Work Shoes 


Several choice territories open. 
Successful wor sh esmen 
please write giving full record. 


raved. STRONG SHOE CO. 
ilwaukee, Wis. 











S3qF ! SALESMAN for City of Pittsburgh, 
Allegh eny. Washington and Beaver Coun- 
ties. xcellent opportunity for first-class man 
with good connection and acquaintance with 
dealers in that territory, to sell Rice and 
Hutchins nationally known footwear. Only 
applications from experienced traveling sales- 
men will be considered. State connections and 
results for last three years, and full informa- 
tion as to qualifications, which will be held 
trictly confidential. The Rice and Hutchins 
Philadelphia Co., 16 North Fifth Street, Phila- 
delphia, Pa. 





POSITION WANTED 


LOOKING for Larger Field. Have Proven 
Success. Eight years’ experience. Age 
twenty-six. Single. Style Picker. Merchan- 

General Line, High Grade or Medium 
Grade. Experience in chain store, also opened 
new department and made a success. Took 
over a run down store and built it up. Can 
furnish A-1 references. Am employed at pres- 
ent. Address C-46, care Boot and Shoe Re 
corder, 207 South St., Boston, Mass. 
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FOR RENT FOR RENT WANTED TO PURCHASE 

















We buy quick and pay highest cash 
price for retail and wholesale stocks 


of shoes or any other merchandise. 
FOR RENT Seay oS ie 
For 30 years our speciaity. 
Bank and mercantile references 


* oy ° * BROOKLYN PURCHASING SYNDICATE 
Plumb in the Center of New York’s Shoe District! FRANK WALKER, Proprietor 
610 Broa y, 
A first class sales office and display room in the heart of the New York Phone Pulaski 1798 
shoe district. Will rent this exceedingly desirable space for one substantial 


line or to two non-competitive houses. For details address THE NEW YORK EXPORT 
PURCHASING CORPORATION 


B-944, c/o Boot and Shoe Recorder ay me 


239 West 39th St., New York City, N. Y. WILL SLOW SELLERS FOR 
BUY | ENTIRE stocks” | CASH 


Bargains in shoes oo on hand for 
special sales and bargain basements 
































BRAND nov. suse ms iaepepet building, 
very modern double show windows, size 18 

x 75 ft., the basement of same dimensions and FOR SALE C A ~ H P A I D 
ample daylight. An ideal location for a ladies’ 
or ladies’ and men’s shoe business in the best for shoe stores or surplus stocks of 
part of the city of New Bedford, Mass., popu- shoes or for other merchan . Leases 
lation more than 135,000, and opposite the New taken over. We will send a repre- 


Bedford Theatre. Rent reasonable. Inquire BIG STUDENT BUSINESS sentative to investigate and make 


i 52 Uni . N Bed R 
ean Bogered, won ew Bedterd Shoe Store: Snappy proposition in Uni- offer upon request. 


versity town. Excellent Fix. $2600. Kalter Cerf. Mercantile Co., Inc. 
Stock at invoice, $14,000 deal. Earned 591 Broadway, New York 


; : $6000 net 1925.’ Wili bear rigid invest- 
A HIGH CLASS Specialty Shop in a New igation. Opportunity of life’ time for Phone Spring 5160-5161-5162 


England city of 200,000 has a suitable space live shoe merchant. Midland Com- 
to rent on the ground floor for a Ladies’ Shoe mercial Bankers, Danville, Ill. 
Department. Address C-45, care Boot and 


Shoe Recorder, 207 South Street, Boston, Mass. MISCELLANEOUS 












































HELP WANTED FOR SALE . 
Only exclusive Shoe Stock in growing Milbradt 
‘ “ city of 5000 located fifty miles west of 
ANTED—An_ experienced findings and Chicago. Lease just nenewed. Mod- 

shoe store supplies man for inside work. erate Rental Store—at same stand . Ladders 
References required. B. Marx & Son., Inc., stand over fifty years. Splendid oppor- 
300 Griswold St., Detroit, Mich. tunity. Owner must give attention to 
other business. Address C-48, care ; 
Boot and Shoe Recorder, 207 made for 40 years 
South St., Boston, Mass. by the original in- 


FOR LEASE ventors, 
PAC) : a 4 4 Made in all styles 
“ACE to lease, centrally situated, mid-west 
department store in city of fifty thousand. WANTED TO PURCHASE to suit any shelving 
High qrede and medion a ee condition. 
ver ty years. isses’, children’s an 
women's shoes. Address C-42, care Boot and ' - Get our prices before 
Shoe Recorder, 207 South St., Boston, Mass. ATTENTION placing your order 
SHOE FACTORY WANTED . 
IDEAL LOCATION Milbradt 
FOR SALE PLENTY SKILLED AND Manufacturing Co. 
UNSKILLED HELP — 2416 No. 10th Street 
OR SALE, Best established Shoe Store in CLARENCE G. SMITH . 
F Muncie, Indiana. See F. B. Jones, 215 MeSherrystown, ST. LOUIS, MO 
_— Seymour Street. Five Year lease on our Adams Co., Penna. 
oom. 




































































CUT STEEL 

OR SALE—Retail Shoe Store, established HIGHEST 

F 40 years. In Northern i“ 4 city, 20, 000 BEADED BUCKLES 
population. Best location. omen’s 
and Children’s Shoes, popular priced. Clean 
stock. Reason for sale, _ interests. Ad- 1 off your hands. 
dress C-34, care Boot and Shoe Recorder, 207 Wire Cm we ~ us. 
South St., Boston, Mass. ‘ confiden Established 1 


MAX GLAUBERG 
A, dS kA ta 
be By goods, ott. Dry Dook 0863 


and 
Every ree 











FOR SALE or To Let—4 Story Brick 
building and basement. 100,000 square 
feet or more floor space. Two Engines, 


Sprinkling System, Electric Generators. rices 
Will share commission with anyone in- p Wide Variety 
strumental in purchasing this building. Send for sample selection 


Address H. Krinsky, 18 Daisy for entire shoe stocks or us stocks PumapetPHia SHOE Nova:ry Co. 
of 





Street, Lawrence, Mass. Manufacturer 
1210 Ne. 7th St., Philadelphia, Pa. 

















TWO RETAIL SHOE STORES LADDERS 


for ae, = jetem. gpuiation, the. -— = >. ames are 
in a city of 330, u ion, the other : 

30,000 population, medium priced men’s, . . weave 25% Cheaper 
boys’, @ children’s shoes a 8 eet \raltomas as = and Guaranteed 
rubbers. Address C-44, care Boot rite for 

and Shoe Recorder, 207 South almost 

St., Boston, Mass. of . = - je 
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MISCELLANEOUS 


MISCELLANEOUS 








ONKEN | 


a 


Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 


MF 60 not mene 
Pletal Fixtures @ Cases 























WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 

















CUSHION 
| TIRE 








—SNAKES- 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE CoO. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 

















LABELS 





ATTRACTIVE 


SHOE CARTONS ; 


LABELS 


PRICE-SERVICE- 


GUALITY 


THAT SATISFY 


ot Cane a eIVely 
mea’ 8 LABELS Semmes 

27's LEXINGTON AVE. 
BROOKLYN N.Y 














WENN 
EF NN =) = 


The DISTINCTIVE and 
PERMANENT MARK 


Os Fe 4G OLED 
WEAVING CO. 


33-39 W 34THST. NLY.C. 
Phone WISCONSIN 8130 








Shoe Carton 
Labels - 


yt 
il 
Sie 


904-504. 


BOO SOO 90% 90% 90% 90% 90% 20% 90% 90% 204.204 D0-4.O0-4. Or-4. 
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ST. LOUIS 








Business Improving 


Business improved for the week 
ending March 20 with increased 
activity anticipated from now until 
Easter. It started briskly on Mon- 
day in spite of a snow flurry that 
melted as fast as it struck the 
ground. Sunshine made its ap- 
pearance after this unseasonable 
spell and the influence of the spring 
atmosphere helped materially in the 
stimulating effect it had on the shoe 
business. 


Gray Kid Big 


While aH merchants covered on 
gray kid to some extent, it is be- 
lieved that few placed orders com- 
mensurate with the demand now be- 
ing felt. Gray kid shoes in the 
higher priced stores seem to be 
more acceptable than in the popu- 
lar priced range. One ultra-shop 
stated that gray shoes were outsell- 
ing the blonde group. Five pairs of 
gray were selected as against four 
of the blonde shades. 

In a popular priced store the fig- 
ures favored blonde. This store 
sold ten pairs of blonde to four of 
gray. In the still lower range the 
blonde shoes completely over- 
whelmed gray colored shoes. The 
reptile family is doing nicely. 


Welcome Fred Maxted, Jr. 


Much rejoicing is observed at 
Hanan & Son’s St. Louis store due 
to the arrival of a new baby boy in 
the family of Fred Maxted, general 
manager of the store. The boy was 
named Fred Henry Maxted, Jr., and 
predictions of the proud father for 
the future heir are nothing short 
of Chief Executive of the United 
States. 


- Boyd’s Move Shoe Department 


Boyd’s have moved their shoe de- 
partment from the mezzanine to the 
first floor. The new department oc- 
cupies the entire south end of the 
store. Stock is carried back of the 
shelving as well as the basement 
immediately below the department. 
A shining stand is also maintained 
in the department. A. C. Lewis, 
manager of the department, stated 
that since the change has been 
made a substantial increase in the 
volume of sales has been shown. 
A youths’ shoe department has 


been opened on the mezzanine, 
where the store has established a 
junior department. 
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Name “*Cosey Toes” Sold 
to Robertson — 


ALHAMBRA, CAL.—The Standard 
Felt Company, large manufac- 
turers of felts, found their piece 
goods and general felt business de- 
veloping to such an extent that they 
have decided to abandon their shoe 
business. Roy <A. Pearson, Sales 
Manager, is now in the East dispos- 
ing of the shoe machinery and ma- 
terials relating to shoe construction. 
The name “Cosey Toes” has been 
sold to the Robertson Shoe Co. of 
Minneapolis, Minn., who have been 
manufacturing a complete line of 
felt and satin slippers for a great 
many years. The latter company is 
well identified throughout the 
United States in connection with 
slipper manufacture. 

“Cosey Toes” has been exten- 
sively advertised in leading trade 
journals, as well as in national con- 
sumer publications, and G. W. 
Robertson of the Robertson Shoe 
Co. feels that his company has made 
a valuable acquisition to their line. 

The Standard Felt Co. will not 
only continue to make a general line 
of felt goods, but Mr. Pearson of 
the company is now developing a 
felt waterproof sole for golf and 
hiking boots. Already a number of 
factories have started production on 
them and reports received have been 
extremely gratifying. These felt 
soles have been used on wading 
boots and on canvas yachting shoes 
for use on slippery decks; for fish- 
ing boots, on account of their non- 
slip qualities on moss covered rocks. 

Mr. Pearson states that “Ed” 
Tufts, “the father” of golf in the 
West, has been wearing for several 
months a pair of shoes soled with 
the new felt sole. Mr. Tufts has 
put these soles to the very hardest 
tests and has found that they will 
not bulge, nor cause the foot to slip 
He is very enthusiastic over the 
proposition. These soles are made 
in any thickness and are adapted to 
children’s, as well as adults’ shoes. 

Mr. Pearson is now perfecting a 
felt sole to be used in place of a cork 
filler on welts. He reports that a 
number of factories have already 
started to equip shoes with this sole. 
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New Company Organized 
The San Antonio Shoe Co. has 
been organized and incorporated at 
San Antonio, Texas, with a capital 
stock of $150,000, according to a 
recent announcement. The firm is 
headed by Sidney Katz, 1025 San 
Pedro St., San Antonio. Further 
details are not as yet available. 


Katz-Moser Is New Texas 
Corporation 


SAN ANTONIO, TEX.—The San An- 
tonio Shoe Co., a partnership con- 
sisting of Sidney Katz, E. J. Moser 
and John Katz, has been incorpo- 
rated as “Katz-Moser Corporation” 
under the laws of the State of 
Texas, with a capital $150,000 by 
the former partners, taking over all 
the business of the partnership as 
of Jan. 1, 1926. The directors of 
the corporation and the sole stock- 
holders are the former members of 
the partnership and Meyer Katz, 
and the corporation will continue, as 
did the partnership, to operate the 
K & M Shoe Store at San Antonio, 
the Downstairs Shoe Department at 
Joske Bros. Co., San Antonio, the 
Shoe Department at Krauss Co., 
Ltd., New Orleans, La., and the 
Downstairs Shoe Department at 
Harris-Hahlo Co., Houston, Tex., in 
the same manner as in the past. 

Sid Katz, Inc., which operates the 
main floor shoe department at Joske 
Bros. Co., is a separate corporation, 
organized in April, 1925, and is not 
connected with the Katz-Moser Cor- 
poration, except that some of the 
stockholders and directors are the 
same. 


New Nettleton Store 


ATLANTIC City, N. J.—E. H. Kel- 
mer, formerly manager of _ the 
Hanan store in this city for a num- 
ber of years, recently made arrange- 
ments for the exclusive representa- 
tion on men’s fine shoes of the A. 
E. Nettleton line. He will also carry 
one high-grade line of women’s 
shoes. The name of the store will 
be ‘“Kel-Mers,” with the excellent 
slogan “Fine Shoes.” Kel-Mers will 


open its doors to the Boardwalk 
crowds 


just before Easter. 









All the Time 





No matter what policy you may pursue in sell- 
ing to the shoe trade, nevertheless you need the 
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Holmes, Terhune, Cross- 
man, Inc. 


An announcement of much inter- 
est to the trade has been received 
this week to the effect that Holmes, 
Terhune, Crossman, Inc., have ac- 
quired the factory and assets of 
Morphy, Crossman Company and 
will continue to manufacture turns 
and novelty flexible McKays. 

Frank Terhune, president, is one 
of the best-known salesmen travel- 
ling out of New England. He has 
recently been a_ salesman for 
Howard W. Hill Company of Bev- 
erly. Walter R. Holmes, the treas- 
urer, has a fine reputation as a pro- 
ducer of women’s footwear. He has 
recently been associated with the 
Watson Shoe Company of Lynn and 
for many years has been in charge 
of the factory end of shoe produc- 
tion. James A. Crossman, vice presi- 
dent, has been one of the partners of 
Morphy, Crossman Company since 
its incorpation several years ago and 
is well experienced with the details 
of factory and office procedure. 

All these men have a host of 
friends throughout the country, who 
join in wishing for them the best of 
success in their new venture. 





New Hanan Store to Be 
Opened 


KANSAS ClITy.—The Hanan and 
Son Shoe Company will install one 
of the finest retail shoe stores in the 
United States in the storeroom now 
occupied by John S. Clark, the 
hatter, at 1010 Walnut Street, to- 
gether with the entire basement at 
1008-10 Walnut Street, formerly 
occupied by Johnston’s Cafeteria. 
The store which they now occupy at 
1032 Main Street will be closed on 
January 1, 1927. 

Hanan and Son have let contracts 
for the remodeling of the entire 
building, and will install immedi- 
ately a new passenger elevator, also 
a freight elevator, and will make 
other structural improvements so as 
to rearrange the entire building for 
a first-class-shop building. A long 
term lease has just been closed for 
the entire third floor to the Business 
and Professional Women’s Club. 
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BOOTS AND SHOES 


Arch Aid Shoe Co., Rochester, N. Y 


Bell Bros. Co., Biddeford, Me 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 101 
Bliss & Perry Co., Newburyport, Mass... I1 
Blog Shoe Co., New York City 


Bridgewater Workers’ Co-cperative Assn., 
Bridgewater, Mass. 


Brockton Co-operative Boot and Shoe Co. 100 
Brockton Shoe Mfg. Co., Brockton, Mass. 70 
Brooks Shoe Mfg. Co., Phila., Pa 

Buckingham & Hecht, San Francisco, Cal. 54 


Carter, J. W., Co., Nashville, Tenn 


Clapp, Edwin, & Son, Inc., E. Weymouth, 
100 


Colt-Cromwell Co., New York City 90 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 100 


Coon, W. B., Co., Rochester, N. Y 51 
Crafts, G. P., Co., Manchester, N. 12 


Craig, Reed & Emerson, Inc., Brockton, 
100 


Crosset, Lewis 


Dingley Foss Shoe Co., Auburn, Me 


Edwards, J., & Co., Philadelphia...4th Cover 
Ferris Shoe Co., Philadelphia, Pa 
Elam, F. 8., Shoe Co., Rochester, N. Y... 100 


Friedman Shelby, Branch of I. 8S. Co., 
Ps ED BD i:6 derecbccvetessees 3rd Cover 


Gardiner, H. K., Pittsfield, N. H 


Goodrich, B. F., Rubber Co., Akron, Ohio, 
Front Cover 


Greeley, A. W., & Co., Haverhill, Mass.. 68 
Grover’s, J. J., Sons Co., Lynn, Mass..... 1 


Hannahsons, Haverhill, Mass............. 68 


Haseltine, Ernest D., Co., Newburyport, 
Mass. 


Howard & Foster Co., Brockton, Mass.... 100 


Huckins & Temple, Milford and Boston, 
14 


Johansen Bros. Shoe Co., St. Louis, Mo.. 19 


Keith, Geo. E., Co., Brockton, Mass...... 26 
Knights-Allen Co., Inc., Haverhill, Mass.. 92 


Lape & Adler Co., Columbus, O 55 
Leavitt, Geo. B., Co., Farmington, N. H.. 8-9 
Lewis, Herman E., Haverhill, Mass....... 7 
Lilly, Henry, New York City 


MacLaughlin-Sweet, Inc., Auburn, Me.. .22-23 
Mayer, F., Boot & Shoe Co., Milwaukee, 


Merchants Shoe Co., Boston 
Metropolitan Shoe Co., Whitman, Mass... 54 


Nettleton, A. E., Co., Syracuse, N. Y 
Newton Shoe Co., Boston, Mass 


Packard, M. A., Co., Brockton, Mass 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y 


Peck Shoe Co., Worcester, Mass 


Posner, Dr. A., Shoes, Inc., Brooklyn, 
wk We eeteuce setae iearauencoeteeused 27, 100 


Powell & Campbell Co., New York City.. 101 


Rauh, 8., & Co., New York City 

Red, E. P., & Co., Rochester, N. Y 
Reynolds, Bion F., Brockton, Mass 

Richards & Brennan Co., Randolph, Mass. 100 
Rickard Shoe Co., Haverhill, Mass....... 53 
Rosenberg, S8., & Sons, Boston 


Sake Shoe Co., Brooklyn, N. Y 

Schwartz & Herder, Inc., Philadelphia, Pa. 102 
Sinbac, Chicago, Il 

Sherwocd Shoe Co., Rochester, N. Y 
Stacy-Adams Co., Brockton, Mass........ 100 
Stetson Shoe Co., Inc., So. Weymouth, 


Taylor, E. E., Co., Boston 
Thomson-Crooker Shoe Co., Boston, Mass. 
Tober-Saifer Shoe Co., St. Louis, Mo 


United States Rubber Co., New York 


Wright, E. T., & Co., Inc., Rockland, 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., 
Philadelphia, Pa. 
Armstrong Cork Co., Lancaster, Pz 


Barnet, J. S., & Sons Co., Lynn and 
Boston 


Creese & Cook Co., Boston 


Einstein, J., Inc., New York City 
Evans, John R., Co., Camden, N. J 


Goodyear Tire & Rubber Co., Akron, Ohio 21 
Jones Co., F. E., Boston 
Lawrence, A. C., Leather Co., Boston.... 


Leather De Luxe Co., New York City.... 108 
Levor, G., & Co., New York City 


New Castle Leather Co., New York City.. 6 


Quabaug Rubber Co., North Brookfield, 
2nd Cover 


West Virginia Pulp & Paper Co., New 
York City 


FINDINGS AND SHOE STORE SUPPLIES 


Adrian X-Ray Corp., Chicago, Ill 
American Seating Co., Chicago, Ill 
Alterson, L., & Co., New York City 


Brasco Mfg. Co., Chicago, III 

Fischer Mfg. Co., Milwaukee, Wis 

Hecht Fixture Co., Chicago, Ill 

Kawneer Co., The, Niles, Mich 

Lincoln Store Supplies Co., St. Louis, Mo. 
Manheimer, Abe, & Co., St. Louis, Mo.... 
Merry Go Round Shoe Shop, Cedar Rapids, 

Mich. 


Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Mach. Co., Brockton, 
Mass. 


Myers, F. E., Bros. Co., The, Ashland, 
Onken, Oscar, Co., Cincinnati, Ohio 
Philadelphia Shoe Novelty Co., Phila., Pa. 


Reflector & Illuminating Co., Chicago, III. 
Rublack, Emil, New York City 


Segall & Co., Philadelphia, Pa 
Success Furniture Corp., St. Louis, Kirk- 


WT, GS oc cc esisecsecneweresesecedees- 107 


Whitcher, Frank W., Co., Boston 
Weil, Leon, Inc., New York City 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Earle Shoe Pattern Co., Brockton, Mass.. 101 
Nu-Shine Co., The, Reidsville, N. C 
United Fast Color Eyelet Co., Boston 


United Shoe Machinery Corp., Boston, 
58, 111-112 


MISCELLANEOUS 
Atlantic Printing Co., Boston 
Brooklyn Purchasing Syndicate 
Glauberg, Max, New York City 
Hotel Morrison, Chicago, Ill 
Kalter Cerf. Mercantile Co., Inc., New 
York City 


Kirsch-Blacher Co., Inc., New York City.. 
Kluge, E. H., Weaving Co., New York City 108 


Meyer, Frank C., Co., Inc., Brooklyn, 


New York Export Purchasing Corp., New 
York City 


Penney, J. C., St. Louis, Mo 
Shoe Trades Journal, Leicester, England... 
Smith, Clarence G., McSherrystown, Pa... 


Tolman Print, Boston, Mass 
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Emaarrassinc situations of this sort are by no means unusual. 
The unfortunate lady is not only placed in an embarrassing 
position but also in an exceedingly dangerous one—for the 
loss of a heel often results in a painful fall. Who’s to blame— 
the wearer, the manufacturer or the dealer? It doesn’t make 
much difference, for the victim always places the blame on 


Farsighted retailers forestall vain the dealer and he unknowingly loses a valuable customer. 
regrets We insisting on the use of , 
Oo 


AnvaaW son iam Scanwedy sy Your customers are entitled to security as well as style and 


manufacturer, An important little ° ; 
pi sciimaauateea comfort in their footwear. ALPHA Woop Hee Screws 


customer and help create goodwill eliminate loose wobbly wood heels. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


When writing to advertisers please mention Boot anno Suoe Recorver 
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Are You Ready? 


Tue story of the Wescott Sots is. now being broadcast 
through the leading class publications.* These readers— 
lovers of outdoor sports are the type of people who will 
wear Wescott So tes this season for they set the style in 
sportwear. The masses take their cue from these leaders. 


Are you ready to show your customers shoes with Wescott Sougs? 
These soles will put new life into the sale of sport shoes this season. 
You can lay in a goodly supply of these Wescott Soe shoes with 


an easy conscience. 


*Wescott SoLe advertising now appearing in 
Vanity Gair, Spur, Town and Country, Theatre, 
cAmerican Golfer, Golf Illustrated, and Life. 


United Shoe Machinery Corporation 


Selling Agents 


205 Lincoln Street Boston, Massachusetts 





LIGHTWEIGHT 


A lightness and flexibility un- 
paralleled in any other sole for 
sport wear. The 25% cotton, 
which is lighter than any equal 
amount of rubber or other rub- 
ber sole ingredients, makes the 
extreme lightness possible. 


esd 


WATERPROOF 


75% rubber, enough to protect 
the sole completely from 
water a . 


(7) 
SLIP-PROOF 


The combination of rabber 
and fibre in an unvulcanized 
condition gives the sole sur- 
prising traction even on wet 
pavements. 


end 


TENSILE STRENGTH 


The Wescott Sole will not 

spread out over the welt of the 

shoe and looks neat and trim 
during its entire life. 


ewe 
LONG WEARING 


Exacting tests for durability 

show this sole to offer wear 

equal to and in many cases sur- 

passing that of any other sole 
used on sport shoes. 


U/C 
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